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to America’s bankers on 


a history-making year { 


At the end of the year when this nation has sought faith- 
fully to protect the peace we fought for, the bankers of 
America have outstanding some sixteen billion dollars in 
business loans. In addition, bank debits to individual ac- 
counts totaled in the last twelve months one trillion, 
100 billion dollars...topping the previous postwar peak! 

That tremendous volume is unmatched in all the rec- 
ords of banking. It was handled by this country’s banks in 


their stride—a measure of their resources and power. 
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Savings Bonds 


Srmrs: To keep you current on the 
progress of the savings bonds program we 
are supplying tables comparing the first 
nine months of 1947 with 1946: 


Series E, F, G 


Jan.-Sep. 1946 Jan.-Sep. 1947 

Sales $5,878,784,000 $5,307,488,000 
Redemptions 4,736,434,000 $,551,691,000 
Net Gain $1,142,350,000 $1,755,797,000 

Series E 

Sales $3,475,394,000 $3,191,930,000 
Redemptions 4,283,705,000 $,014,987,000 
Net Gain $ 808,311,000 (Loss) $ 176,943,000 


Sales are stated at issue price and re- 
demptions at current redemption value. 
1946 sales include $300,000 of January 
carryover from the Victory Loan. 

We are not sending these figures to all 
financial institutions as we did at the close 
of thesecond quarter. You are at liberty to 
use them as you see fit. I suggest you 
remind anyone to whom you give these 
figures that the sale of savings bonds does 
not increase the national debt; the net 
proceeds are used to retire maturing 
obligations. 

Morris M. Townsenp, Director, 

Banking and Investments, 
Treasury Department, 
Washington, D. C. 
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Bank Chorus 


Srrs: Our chorus of fifty-five voices of 
officers and employees is beginning its 
second season. 

The first appearance this year will be at 
the bank’s Christmas party December 18. 
The chorus is also booked for a broadcast 
Christmas week, and in February will 
entertain at the annual banquet of Roches- 
ter Chapter, American Institute of Banking. 

The chorus is under the direction of 
Austin H. Truitt, and Assistant Secretary 
L. Graham Antis is in charge of chorus 
activities. 

G. B. BREWER, 

Advertising Department, 
Lincoln Rochester Trust Company, 
Rochester, New York 


Saturday Closing 


Srrs: Your article on Saturday closing 
was put to good use by our association. 

The enclosed ballot was handed out 
during September only to those who trans- 
acted business with us on Saturday morn- 
ings. No publicity or advance notice was 
given and the staff did not influence the 
voting. 

Votes for the four Saturdays in Septem- 
ber showed 70 per cent in favor of Saturday 





“We are considering closing the associa- 
tion offices all day Saturdays. 


The office hours on other days are: 


Monday 9a.m - 4 p.m, 
Tuesday 9am. - 4 p.m. 
Wednesday 9 a.m. - 12 m, 

Thursday 9 a.m. =- 8 p.m. 
Friday 9 a.m, = 4 p.m, 


We accept savings and payments and with- 
drawals by mail. 


If the association offices were to be - 
closed all day Saturdays, would you be 
able to transact your business satisfac- 
torily on some other day or by mail? 


() YES ( ) NO 








closing. Only two alternate suggestions 
were made: “‘Why not close on Mondays?” 
and ‘“‘Maybe being open two evenings would 
help some folks.” 
CoLwELt Beatty, 
Hinsdale Federal Savings & 
Loan Association, 
Hinsdale, Illinois 
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Bank Windows 


Srrs: Our bank has developed a method 
of stimulating good customer-bank rela- 
tions through the use of our three large 
front windows. 

We recently adopted the policy of invit- 
ing certain non-profit, civic and neighbor- 
hood organizations to place displays in the 
windows. The displays must meet certain 
standards; they must be of benefit to the 
community, eye-catching and interesting. 

Our September display was sponsored by 


Lincoln Rochester Trust Company’s Chorus 
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the Anti-Cruelty Society of Chicago. It 
contained stuffed dogs, traps and pictures, 
and featured methods of training children 
to be kind to animals. For October we are 
planning, as this is written, on having the 
windows used by the Community Chest to 

aid in their campaign. 

SipneEy J. TAYLor, 

Devon-North Town State Bank, 

Chicago 45, Illinois 


o ° ° 


In Mortgage Lending 


Sirs: We find your magazine an ex- 
tremely fertile source of helpful information 
in our business. 

FAtion A. O’LEARY, Manager, 

Mortgage Loan Department, 
Cornet and Zeibig, Inc., 
Clayton 5, Missouri 
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4 y 2 banking institutions have | 


been Central Hanover correspondents 
without interruption for more than fifty 
years—over half a century. 

Central Hanover’s facilities as a 
correspondent are utilized — today — 
by financial institutions throughout the 


nation and the world. 
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FDIC Chairman MAPLE HARL calls auditors ‘‘tremendous ally” 





MILLS B. LANE, Jr., receives presidential gavel* 


Well-rounded convention program reflects broadened scope of auditors and comptrollers group 


N. A.B. A.C. Convention 


The National Association of Bank Audi- 
tors and Comptrollers is continuing its 
march of progress, with bank auditing and 
operations growing in importance. Regis- 
trations at the annual convention at Balti- 
more, October 22 to 25, reached 950, up 
200 from the 1946 meeting at Oklahoma 
City according to retiring President Arthur 
R. Burbett, comptroller, First National 
Bank, Baltimore. 

Recognizing the association’s growing 
stature, the Federal Deposit Insurance 
Corporation’s entire board of directors, 
composed of Chairman Maple T. Harl, 
H. Earl Cook, and Comptroller of the 
Currency Preston Delano, turned out to 
participate in the program. Present also 
was Deputy Comptroller J. L. Robertson. 
This was the first time the FDIC board 
had attended a convention in a body, said 
Chairman Harl, and was intended to show 
that it considers auditors and comptrollers 
‘“‘a tremendous ally” in its program. 

On peculations. With bank assets in 
good condition, said Mr. Cook, speaking 
for the FDIC, peculations will continue to 
be the corporation’s greatest concern. It 
is impractical, he said, for the bank 
examiner to make anything like a complete 
audit and the chief objective is “‘to induce 
bank management ‘to set up adequate 
controls and, in every case where the 
bank is large enough, to establish an in- 
dependent auditing department.” 

To further minimize the effects of human 
frailty, he stated his belief that every bank 
should provide its employees with such 
“shock absorbers” as group health, acci- 
dent and life insurance and group hospitali- 
zation for employees and their families. 
This protection can be carried at reasonable 
rates, he said, especially when its cost is 
shared by banks and employees. He also 
stated his belief in retirement plans. 
“There are very few banks where such 
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plans can not be financed without too great 
a drain on earnings,” he said. 

Deputy Comptroller of the Currency 
Robinson pointed out that it is not the 
chief function of examiners to detect dis- 
honest acts as is sometimes supposed. The 
bank examiner’s attention is focused on 
assets and operations. The responsibility 
for preventing and detecting crime, he 
said, belongs to bank auditors, manage- 
ment and the directors. If management 
and directors do not provide adequate 
safeguards, he said, there is a definite risk 
that supervision will be expanded. 

Other speakers. A well-rounded con- 
vention program featured addresses by 
many bank officers and association mem- 
bers. Among other speakers were John D. 
Hospelhorn, deputy bank commissioner for 
Maryland and chairman, executive com- 
mittee, National Association of Supervisors 
of State Banks, Brook E. Furr, treasurer, 
McCormick and Company, Baltimore, 
Harold F. North, industrial relations man- 
ager, Swift and Company, Chicago, and 
J. B. Gander, president, Bank Building 
and Equipment Corporation, St. Louis. 

Leonard O. Engel, treasurer, Provident 
Savings Bank, Baltimore, served as general 
convention chairman. 

Mills B. Lane, Jr., president, Citizens 
and Southern National Bank, Atlanta, 
Georgia, was chosen president of the 
association for the ensuing year. Paul D. 
Williams, comptroller, Corn Exchange 
National Bank and ‘Trust Company, 
Philadelphia, moved up to the first vice- 
presidency, and Edward F. Lyle, comp- 
troller, City National Bank and Trust 
Company, Kansas City, Missouri, became 
second vice-president. B. P. Allen, presi- 
dent, First National Bank, Wabash, 
Indiana, was elected secretary, and Ray- 


*Left to right: Edward F. Lyle, Paul D. 


Williams, Mills B. Lane, Jr., Arthur R. 
Burbett, Raymond C. Deering. 


mond C. Deering, comptroller, Manufac- 
turers Trust Company, New York City, 
was elected treasurer. 

Darrell R. Cochard, who formerly bore 
the title of assistant secretary at association 
headquarters, was made executive secre- 
tary. He continues also as managing editor 
of the National Auditgram, and E. G. Lucht 
has been advanced to associate editor. 

Bank membership in the association 
increased from 2,336 at the beginning of 
the 1946-47 year to 2,713 at the end of the 
year. Membership figures have more than 
doubled since 1940. Circulation of the 
Auditgram, including both membership and 
additional subscriptions, increased from 
3,094 at the beginning of the year to 3,726 
at the year end. 

The research department, established 
two years ago, is now well organized and 
contributing substantially to members. 
Al Vogel, who formerly bore the title of 
secretary to the research committee, is 
now executive secretary. 
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Aid to Operations 


Operating officers at the National Bank 
of Detroit have decided there are more 
than rule-of-thumb decisions to be made 
in rearranging a large bank’s bookkeeping 
department. Changing business tempo 
has necessitated three reorganizations of 
their own 520-employee department dur- 
ing the past two years and they have set up 
a plan to eliminate the guesswork. 

Keystone of the plan which the bank 
says saves much time and money is the 
eight- by twelve-foot layout shown on 
page 4. By means of the minutely accurate, 
¥Y-inch to the foot scale drawing and its 
accessories bank officers can work out 
exact locations for all pieces of equipment 
before actual rearrangement is begun. 

For earlier reorganizations, attempts to 
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FOREIGN REMITTANCES 


We specialize in forwarding 
of funds abroad for our 
banking friends with or 
without Foreign Depart- 
ments. Our remittance serv- 
ices include commercial, 
benevolent and living ex- 
pense payments abroad by 
cable, mail or airmail. 
Experience developed 
over the years, and close 
friendly relationships with 
worldwide correspondent 
banks are available to assist 
domestic banks to 
establish orextend. 
their own remit- 
tance service. We 
welcome your in- 
quiries. 
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| Main Office: 37 Broad Street | 
Member Federal Reserve System 

New York Clearing House Association 

Federal Deposit Insurance Corporation 





Studying board: A. G. KERRY, senior clerk, and Assistant 
Cashier B. F. STUDEBAKER 


plan were made by means of a table-size 
blueprint. Small cut-outs of white paper 


were used to represent machines, desks, 
files and other equipment. Inaccurate 
planning resulted in such mistakes as 
electrical outlets being placed in incon- 
venient positions, bad spacing between 
co-operating employees and _ inefficient 











Or so say the newscasters! 
Recent surveys, as reported by 
the press, indicate that penman- 
ship in these United States has 
hit a new low, with prospects poor 
for improvement. The nadir of 
legibility would appear to be 
signatures . . . more especially, 
signatures on bank checks. 


This isn’t news to the many 
thousands of bank people who 
for years have been reading those 
“scrawls of character” that pass 
for signatures. How they do it is 
a mystery to us, but it’s time 
they got a little relief. The printed 
name on a bank check provides a 
double check in sorting. If there 
is any doubt about the signature 
a quick glance at the imprint will 
confirm or correct the reading of 
the customer’s name and speed 
up the sorting and filing. 


Surprisingly enough, banks 
can have this convenience at 
no cost at all. Everyone likes 





HANDWRITING IS A LOST ART 






to see his name in print and will 
ane pay the small cost for two 

undred Personalized Checks. 
Then too, banks save the cost of 
passbooks, covers and stock 
checks .. . and at the same time 
make their customers happy. Sel- 
dom does a product fulfill all 
these needs but our Personalized 
Checks fully demonstrate their 
ability to do so. Thousands of 
banks from coast to coast are 
enthusiastic about them and are 
selling them vigorously to their 
customers. 


We welcome inquiries from 
bankers who wish to study the 
Personalized Check program. 
Over a period of several years it 
has been our privilege to work 
with banks large and small, and 
we have accumulated consider- 
able amount of factual informa- 
tion which might be of real value 
to those now contemplating the 
program. 


















Manufacturing Plants at: 


NEW YORK, CLEVELAND, CHICAGO, KANSAS CITY, ST.PAUL 








Layout board helps National Bank of Detroit improve operations 


flow-of-work patterns. Several trial ar- 
rangements were sometimes necessary. 

According to the bank, the new visuali- 
zation board is a big improvement over 
former means of planning. It is made of 
sheet cork—used after trying many other 
materials—on a backing of beaverboard, 
with aluminum molding. Partitions, heat- 
ing fixtures and other permanent parts of 
the 26,500 square-foot room are drawn on 
the cork with India ink. 

Most ingenious part of the layout is the 
manner in which machines, desks, chairs 
and other movable pieces of equipment are 
represented. These are fashioned to scale 
from plexiglass, with thumb tacks attached 
for fastening the representations to the 
cork backing. To make visualization more 
comprehensive, different colored plexiglass 
is used to represent each type of equip- 
ment. White is used for bookkeeping 
machines, black for proof machines, green 
for transit equipment, orange for em- 
ployees’ lockers and red for mailing facilities. 

Officers of the bank say that by use’ of 
the layout carpenters, masons and electri- 
cians can be directed with certainty where 
to make changes necessary for future reloca- 
tion of equipment. When blocks of ma- 
chines and desks are moved according to 
plan, they fit. Isles do not turn out too 
narrow or wastefully wide. 

The floor plan was drawn up by A. G. 
Kerry, senior clerk, at the suggestion of 
Assistant Vice-president R. D. Young. The 
work was done under the supervision of 
Assistant Cashier B. F. Studebaker. 

Work is now under way on a flow-of-work 
chart to be used in conjunction with the 
floor plan. Besides their use in planning 
efficient operations, the .floor plan and 
flow-of-work chart will give both new and 
old employees a complete picture of the 
bookkeeping department’s functions. 

* - * 


Banks’ Travel-Credit Service 


With the offering of “travel by credit” 
facilities by more than 50 major railways, 


Burroughs Clearing House 
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5 is four... she starts Sunday School 
next year...she’s asked Santa for a doll that talks. Johnny, her 
brother, was six last August...is in the second grade...he will find 
a two-wheeler under the tree. 


What kind of a world will they live in when Mary is fourteen 
and Johnny is sixteen—in 1957? 


The answer depends on what each of us does each day for the 
next ten years—for the future does not suddenly spring up with- 
out warning...It results from the daily actions of every single 
one of us. 


Each of us can help to build a happy and peaceful future for 
those we love by thinking and talking constructively... by being 
open-minded, tolerant, forward-looking... by taking part in com- 


munity activities .. . by bearing the responsibilities of a good citizen. 


CHRISTMAS 1947 . . . Bankers Trust Company, New York. 












































RAIL TRAVELOAN SERVICE 





= | WHAT IT 1S—this sevice provides 

. quelified applicants with funds for rai 
reed accomadations and any expenses 
tor the trip, such as clothing, hotels, ote. 
‘The edditionel fueds ore sent directly te 
you, te be ered ot you enjoy your tip. 


WHAT IT DOES—Relt trevsicce 
Service enables you te travel as you like 
now, rather than beter. You con teke extra 
tripe or bring extve passengers, such os 
your tomily on @ business trip Relieves 
fineacio! strain on emergency Wrips. For, 
npranheismindpls ters Pets: , 
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Above : La Salle National Bank, Chicago, offers use of name, 
and advertising material to other 
banks. At right: Simplified application statement and 
note form developed by Bank of America for travel credit 


**Rail Traveloan Service,”’ 


Rail travel on the installment plan 


another installment-credit faucet has been 
opened to U. S. banks.’ Co-operation be- 
tween rail companies and banks on this 
new service is underway in the East, West 
and Midwest. 

As instituted in New York, the travel 
loans are entirely on a referral basis, the 
railway ticket agents giving applicants a 
list of six banks to which they can go for 
travel credit. These six are the Chase 
National Bank, National City Bank, Bank 
of Manhattan, Irving Trust Company, 
Manufacturers Trust Company and Brook- 
lyn Trust Company. Credit may be used 
for any form of transportation including 
pullmans, all-expense tours and side trips. 

The eastern banks have found the major 














problem in railway travel financing to be 
in screening out applicants, most of 
whom are referred to the banks without 
any check on credit by the ticket agents. 
They have also found that a large number 
of the loans are for amounts of $100 or less, 
making it difficult to build profitable 
volume. 

The La Salle National Bank in Chicago, 
first bank to have its plan functioning, calls 
its program “Rail Traveloan Service.” 
Advertising circulars for the plan have been 
provided by the bank for all railway ticket 
offices, along with loan application forms 
and rate charts. Under this plan, travelers 
need not visit the bank, but fill out applica- 
tion forms at any railway ticket office. 











CapiTAL $10,000,000 
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PROMPT aud EFFECTIVE 


Banks throughout the country find this in- 
stitution exceptionally willing to handle diffi- 
cult or unusual situations. You can rely on 
its thorough knowledge of New England 


business conditions for prompt action and 


“Outstanding Strength” for 111 Years 
The National 
Shawmut Bank 


40 Water Street, Boston 
Member Federal Deposit Insurance Corporation 
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Applications are mailed or telephoned to 
the bank and the bank approves credit 
within 24 hours. Applications may be 
made for amounts in excess of rail accom- 
modations to cover such expenses as meals, 
clothing and hotels. Remittances are made 
by the bank directly to railways to cover 
travel costs, and checks are mailed to cus- 
tomers for excess amounts. 

The La Salle National Bank’s experience 
since beginning the plan on August 20 led 
to the following comments by Robert Lind- 
quist, vice-president of the bark: 

“Because our service was started at the 
end of the vacation season, neither we nor 
the railroads expected much business this 
fall. However, we have made more than 
50 loans and the volume is increasing 
daily. The loans are averaging about 
$200 each. 

“We have received letters from banks 
coast to coast asking of our experience. 
We are giving permission to these banks to 
use the name ‘Rail Traveloan Service.’ In 
fact, all of our artwork and advertising 
copy on the service is available and a num- 
ber of banks have ordered quantities from 
our printer.” 

In the West, the Bank of America has 
launched a plan very similar to that of the 
La Salle National Bank and the service is 
now a regular part of its ““Timeplan” con- 
sumer financing program. Under the 
supervision of E. A. Mattison, executive 
vice-president of the bank, California has 
been blanketed with meetings to explain 
the procedures to rail ticket office and 
travel agency personnel. The bank has 
sponsored instruction classes for passenger 
traffic staffs in all California cities of more 
than 10,000 population. 

The Bank of America plan, which pro- 
vides credit for travelers’ entire expenses, 
initiates all transactions in railway and 
travel agency offices. The bank furnishes 
the offices with applicant statement forms 
and bank notes. Applicants’ credit is 
verified by the bank’s state-wide “‘Telefile”’ 
facilities within 24 hours. Charge for 
credit under the plan is $6 per $100. The 
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minimum loan is $50 and the minimum 


charge, $2.50. Cost to the traveler also 

includes life insurance for the trip in the 

amount of his loan balance. The bank : 

states that more than 80 per cent of the 

applications received so far have been Cw 





approved. 

In addition to Bank of America’s travel 
credit service in California, the banks com- 
prising the Western Bankredit Group are 


& 
offering the service in 11 western states. | - usines 
a a Sf 
More Nationalization ti 


Another privately-owned central bank, 
The Netherland Bank, is being nationalized 
under the provisions of a bill by which 
shareholders will receive as compensation 
registered government stock amounting to 
twice the nominal value of their shares. 
As interest on this stock is 2% per cent, 
the holdings will be taken over on a 5 per 
cent basis. This compares favorably with 
recent annual dividends on the bank’s 
shares, so the compensation terms are not 
harsh from an income standpoint. 

The bill states that the object of nation- 
alization of the central bank is to regulate 
monetary policy for the benefit of the 
country. One of the few changes in actual 



































Lo operation of the bank is that nomination 

it of the directors will be by the government. 

De The Finance Minister will have power to 

n- issue directions to the managing director 

is, of the Bank, after consulting the advisory 

de council. 
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Bank Originates Gift Idea 
a The Corn Exchange National Bank and 
d- Trust Company, Philadelphia, is now offer- 
ing a new service to customers who like to 

he commemorate friends’ birthclays and other 

or occasions with gifts of currency. The serv- 

his ice takes the form of seven envelopes, with 

an different gift envelope enclosures -which 

ng carry remembrance legends embossed in 
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Banking institutions emphasize se- 
curity, strength and tone through 
the medium of imposing interiors 
with luxurious fittings. 


However, these impressions are only 
effective within the interior, and 
serve to impress only those who are 
customers of the bank - - prospective 
customers who do not patronize the 
bank, won’t see these things. 


But, many prospective customers 
will see your checks, pass books and 
other customer forms that circulate 
throughout the community. And 
most of these will be seen within the 
community from which you hope to 
draw new customers. 


The good influence that can be 
created by carefully designed and 
expertly manufactured customer 
forms justifies the cost of providing 





your customers with check books, 
pass books and other forms that are 
the best obtainable in “impression 
value.” 


For more than 50 years we have 
specialized in designing and execut- 
ing just such good-will products. 
The advantages of our long experi- 
ence is yours for the asking. 





YOUNG & SELDEN 
COMPANY 


BALTIMORE 
NEWARK - PHILADELPHIA 


























customers and the envelopes are displayed 
on black display boards in the lobbies of 
all of the bank’s offices. 
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Simplified School Savings 


Indicative of banking’s revived interest 
in promoting school savings is the joint 
action of three Buffalo mutual savings 
institutions in sponsoring an extensive 
thrift program in both the public and 
parochial schools. It is being offered at 
the outset to 75,000 students, and ulti- 
mately will be available to a 100,000 
school enrollment. 

The system being used is the pre-num- 
bered deposit ticket plan furnished by 
School Thrift, Inc., New York City. 
Under this plan, bank day is held simul- 
taneously in each public and parochial 
school every Tuesday morning, and all 
transactions are completed within 15 
minutes. Deposits must be 5 cents or 
additional multiples of 5 cents, to elimi- 
nate the handling of odd amounts. Pre- 
numbered carbon copy coupons are de- 
tached from the student passbooks after 
deposit entries have been made, and are 
forwarded to the bank where the accounts 
are run numerically for speedy handling. 
The providing of pre-numbered replace- 
ment passbooks by School Thrift, Inc., will 
eliminate an estimated 2,000,000 hand 
stampings a year by bank employees, and 
enable a student to use the same school 
savings account number through his entire 
school life. Forms used in the system are 
reproduced on this page. 

Each student’s savings will be accumu- 
lated in his school savings passbook until 


| $25 is reached, at which time the balance 


will be transferred to a regular passbook 
and draw interest at the regular Buffalo 
savings bank rate of 2 per cent. All with- 
drawals will be made at the bank where the 
account is carried. 

A complete program of thrift education 
is being furnished by the banks and School 
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Thrift, Inc., involving literature for parents 
and teachers, regular issues of room posters 
and individual leaflets, money management 
outlines and other training aids. 

Realizing that no one school savings 
system is suitable for all communities, 
School Thrift, Inc., offers other plans in 
addition to that adopted in Buffalo. A 
resume of the different systems, giving the 
details and citing their respective advan- 
tages and disadvantages, is available from 
the organization’s headquarters at 270 
Madison Avenue, New York 16, New York. 


+ 


A leader in the school savings program 
is the Dollar Savings Bank, which is serv- 
icing 90 schools in Bronx County, New 
York, and has 48,000 school thrift accounts 
totaling $1,200,000 in deposits. The bank 
handles 15,000 transactions a week. 

Latest promotion agent for the program 
is a technicolor film, “Save for a Goal,” 
enacted by members of the bank’s staff 
and “Jimmy,” a youngster in the neighbor- 
hood. 

Jimmy is an inquisitive lad who comes 
to the bank to ask about school savings. 
An officer explains the program to him and 
he is allowed to accompany the collector 
in bringing the deposits to the main office, 
where he is shown the many steps taken 
by the bank to employ the money benefi- 
cially. Jimmy decides to become a partici- 
pant in the plan. 

More than 200 school superintendents 
were guests of the bank at a preview of the 
film. 
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New Check Service 


Checkretary is the name of an interest- 
ing new product now available to banks for 
use by their personal checking account 
customers. 

Sponsor of the product, Checkmaster 
Systems, Incorporated, describes the Check- 
retary as “‘a checkset created to help solve 
the problem of cluttered handbags and 
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bulging pockets. It eliminates the assorted 
memo book, checkbook, card case and 
wallet which the average person carries, 
combining them into a compact and 
efficient unit.” 

Important parts of the package include 
personalized deposit slips, an innovation in 
itself, along with 200 personalized checks 
and a record book. For carrying these 
and the memo pad which is included in the 
set, a three-pocket leather wallet with the 
customer’s name imprinted is furnished. 

The checks and deposit slips are not 
padded but are supplied loose so that de- 
positors can carry in their Checkretaries as 
many or as few as required for current 
needs. The flat check and deposit record 
pad includes a space for each check issued 
in which the depositor can indicate whether 
the check is tax deductible. The manu- 
facturer believes this will prove a money 
saver to customers when preparing income 
tax returns. The record pad also has a 
page headed “Happiness Insurance” where 
the customer may list information such as 
“his” or “her” sizes, birthdays, anniver- 
sary dates and other personal data. 
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An Outside Man for the 
Small Country Bank 


Can a small country bank afford to hire 
an outside fieldman to handle its farm loan 
business? 

This is the question which the October 
issue of Farm Loan.News, published by 
The Equitable Life Assurance Society, 
attempts to answer on a dollars and cents 
basis by means of a case example. 

The publication estimates that of the 
10,000 to 11,000 banks serving farmers 
probably less than 1,000 employ full or 
part-time fieldmen, and admits that on 
the face of it this would seem to answer the 
question. Apparently, a great many small 
banks feel they cannot afford a fieldman. 
However, it relates the story of a country 
bank which, though relatively small, 
recently employed a fieldman with signifi- 
cant results. 

The example cited is that of the Bank 


























New check set includes personalized deposit slips 


of Sun Prairie (Wisconsin), which has 
about $2.5 million in deposits and a half- 
million in loans. It is the only bank in a 
town of 2,400 but there are eight other 
banks within a 15-mile radius exclusive of 
near-by Madison. 

When Cashier A. A. Weinand looked for 
a farm fieldman he sought a man who 
combined practical farm know-how with 
an ability to get along with folks. He 
found his answer in Edmund E. Belda, a 
successful local dairy farmer. 

Hourly basis. Mr. Belda began working 
for the bank on an hourly basis, spending 
about 30 hours a week on his banking 
activities. 
business, he distributed copies of a farm 
record book, worked out a VA farm train- 
ing program for veterans, promoted auction 
sales for the bank, aided leaders in 4H 
club work, and took color movies through- 
out the territory. 

An accompanying chart shows results 
over a three-month period. It reveals that 
Mr. Belda obtained over $75,000 in new 


Moral: Bank spends money to make money 


Farm Loan News 





Fieldman Costs and Results 
Bank of Sun Prairie, Sun Prairie, Wisc. 
March, April and May, 1947 











In addition to cultivating loan. 




















ACTIVITY 
R. E. Chattel Other* Total Good Will All 
Loans Loans Loans Loans Office** | Activities 
Salary Paid $ 82.00) $ 10450) $ 12.00} $ 19850) $199.00 $397.50 
Miles Traveled: 
Number 677 782 72 1,531 815 2346 
Cost at 5¢ 33.85 39.10 3.60 76.55 40.75 117.30 
Total Direct Cost 115.85 143.60 15.60 275.05 239.75 514.80 
No. Loans Made 5 14 7 26 xXx xx 
Amount of Loans 40,800 18,065 16,774.40 | 75,631.90 xx Xx 
Cost per loan 23.17 10.25 2.23 10.50 xXx xXx 
Cost per $100 .28 79 10 36 xx Xx 











*Personal, auto, consumer, FHA Improvement, etc., **General promotional and business develop- 
ment, ¢. g., new accounts of $7,413.50 were obtained during the period. 
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loan business and in excess of $7,000 in 
new accounts at a total direct cost to the 
bank of only $514.80. . In addition, there 
were many intangible benefits from the 
fieldman’s activities which have since been 
converted into cash profits. 

Can a small country bank afford a farm 
fieldman? 

“A well-known phrase goes like this, 
“You have got to spend money to make 
money,’ ’” comments the Farm Loan News. 
““Maybe that is the answer. The Bank of 
Sun Prairie tried this formula and is satis- 
fied that it works for them—at least when 
it comes to hiring a farm fieldman.” 
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Bank **‘Uses’’ the Weather 


In its new radio program, emanating 
from Philadelphia’s station WCAU, the 
Western Savings Fund Society of that 
city has given a new and practical twist 
to the idea of “‘doing something about the 
weather.” 

Coming at 6:25 P.M., during the normal 
dinner hour, the program is a 44-minute 
package tying the weather up with coming 
events which will be affected by meteoro- 
logical conditions, both local and national. 

Sparkling . commercials bracket the 
weather story, with excerpts from “It’s a 
Good Day” as the opening and closing 
musical theme. “Save for a sunny to- 
morrow” summarizes the advertising at- 
mosphere of the program. 
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Construction Ideas 


Many and varied are the forms that new 
banking quarters are taking, as the design- 
ers show originality in adapting plans to 
the individualized requirements of financial 
institutions. 

One of the most original in construction 
is the new $500,000 building of the Cali- 
fornia Federal Savings and Loan Associ- 
ation, 5680 Wilshire Boulevard, Los 
Angeles. The design is a direct outgrowth 
of a suggestion by the board of directors 
that full utilization be made of natural 
light without the attendant glare usually 
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created by large window areas. The archi- 
tect solved the problem by developing a 
design utilizing three-story vertical louvers, 
which are said to eliminate glare com- 
pletely while admitting a maximum of 
natural light. The entire structure is of 
classically simple architectural design with 
emphasis on vertical lines. 

Modern branch. Clean-cut simplicity 
also marks the appearance of the new 
branch of the First National Bank of 
Arizona, 15th Street at McDowell, Phoenix. 
The special drive-in window has been care- 
fully designed as to location, height and 
width. The area served by the branch 
contains approximately 40,000 people and 
has been without any banking facility. The 


bank went to considerable lengths in 
announcing the opening. It used full-page 
space in Phoenix newspapers, addressed 
direct mail announcements to every family 
living in the area, and made liberal use of 
radio. 

Termed by a local newspaper as ‘“‘so 
modern it doesn’t look like a bank”’ is the 
new home of The Peoples Bank, Canton, 
Ohio. The write-up continues: “Entering 
through doors of solid glass with a minimum 
of stainless steel trim, the patron finds 
himself in what might be the office of any 
corporation. No cages or bars are in 
sight. The floor is carpeted with thick 
red carpet and the lighting comes from 
concealed fluorescent lights in ceiling coves. 


During business hours the banking room is 
filled with soft music which is wired to all 
departments.”” Two other distinctive fea- 
tures are the use of glass on all the columns 
in the main banking room, and the 25-foot 
mural depicting the history of the building 
site. 

Use of curves. The new Chimes Office 
of the Lincoln National Bank and Trust 
Company, Syracuse, New. York, makes 
interesting use of comparatively small 
space. Practically all surfaces in the lobby 
have a soft curve; thus the “eye never 
rests,” and the finished lobby appears con- 
siderably larger than it is. The entire 
front of the branch is of glass, making the 
whole lobby a display piece. A huge wall 


There’s nothing stereotyped about these new financial quarters, adapted to specialized requirements 


California Federal Savings and Loan Association, Los Angeles 
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Branch, First National Bank of Arizona, Phoenix 
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DOUGLAS - GUARDIAN 


WAREHOUSE CORPORATION 
“The Bankers’ Field Warehouse Company” 





NEW ORLEANS |, La., 118 North Front St LOS ANGELES 14, Calif , Garfield Bidg. SPRINGFIELD, Mo., Holland Bldg. 





j 
NEW YORK 4, N.Y., 50 Broad St. MEMPHIS 3, Tenn., Porter Bidg. TAMPA 2, Fla., 416 Tampa St. 
CHICAGO 2, Ill., 173 W. Madison St. PHILADELPHIA 2, Pa., Girard Trust Bldg EL PASO, Tex., First Nat’l Bank Bldg 
ATLANTA 3, Ga., Hurt Bidg. PORTLAND 5, Ore , 729 S W Alder St. HARTFORD 5, Conn., 945 Asylum Ave. 
CLEVELAND 14, Ohio, Union Commerce Bldg. ROCHESTER 4, N Y., Commerce Bldg. KANSAS CITY, Mo., 1207 Grand Ave. i 
DALLAS |, Texas, Tower Petroleum Bldg. SAN FRANCISCO 4, Calif., 300 Montgomery St JACKSONVILLE I, Fla., 601 Florida Theater Bldg. 
EASTON, Md., 438 South Street SPRINGFIELD 3, Mass., 172 Chestnut St. PHOENIX, Ariz., 1516 Flower Circle North i 
J 
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On regular weight 


business stationery 
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Air mail does not have to 
be “light weight” mail. 5¢ flies an 
ounce... — 5 pase letters on 
your regular letterhead paper*: You 
can continue to use your same busi- 
mess stationery and still have your 
message Carried the fastest way . . . by 
air. You can enhance these air-borne 
messages by placing them on papers 
made from new cotton fibres... “by 
Fox River”, Fox RIVER PAPER Cor. 
PORATION, Appleton, Wisconsin. 

*20 pound weight 






OUR WATERMARK -. 
is your quality guarantee. 
Look through the paper 
. see all three! 


MADE 
by 
Fox River 


50 of 25% 
COTTON 


FIBRE 
































Savings and loan association’s home development for veterans 


mirror extends from the check desk to the 
ceiling. 

Unusually attractive is the Columbus 
Avenue drive-in branch opened September 
8 by The First National Bank of Mount 
Vernon, Mount Vernon, New York. The 
building is constructed of stone facing, 
with brick and cement block walls. Per- 
sonnel consists of a manager, one teller and 
a guard, with the teller handling both the 
drive-in window and the inside window. 
Hours are from 8 A.M. to 2 P.M., the 
branch being open for business an hour 
earlier than the main office. Equipment 
includes a night depository, and from its 
experience the management recommends 
this to any bank considering a drive-in 
branch. 

* ” . 


Small Homes Development 


The Worcester (Massachusetts) Savings 
and Loan Association recently became one 
of the first mortgage lending institutions 
to open a sizable small homes development. 
The association began work two years ago 
to test the worth of modern prefabricated 
homes and has established a complete 
community of 16 homes for purchase by 
veterans at a monthly cost as low as $40 
plus taxes per home. 

Starting from scratch with a 27-acre 
wooded tract in the residential town of 
Holden, 15 minutes from downtown 
Worcester, the association plotted the en- 
tire area to retain its natural advantage§. 
Despite the amount of work done on hard- 
surfacing streets and landscaping the 
majority of the 44%- and 5%-room homes 
are priced in the $8,500 to $9,500 bracket. 

Landscape specialists and competent 
architects were employed. Lots range up 
to one acre, and seven and one-half acres 
make up a community park with wooded 
trails, outdoor fireplaces, sandboxes, swings 
and other play equipment. 
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Industrial-Employee Loans 


The Chatham Bank of Chicago and 
several manufacturing companies are in- 
augurating a co-operative lending program 


which the bank believes will benefit manu- 
facturers, through increased good will on 
the part of employees toward their em- 
ployers, and will benefit employees of co- © 
operating companies through lower inter- 
est rates on loans. 

The operation of the program and its 
planning is comparatively simple. The 
bank installs its advertising in the plant, 
calling attention to the fact that employees 
need not visit the bank to obtain loans. 
The employees are told that they may fill 
out applications for loans by the bank at 
the personnel office of the company. The 
application is forwarded to the bank for 
approval and the proceeds of the loans are 
passed on to employees at the company 
personnel office. 

The bank believes that the service is of 
special benefit to employees of plants 
where there are no credit unions, but states 
that it can be a supplement to credit unions 
which do not make real estate or other 
types of loans. 

The Chatham Bank has standardized 
the necessary lending kits for installation 
of the plan and will soon make them avail- 
able to other banks. 
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Foreign Trade Solution 


Utilization of the capital and technical 
knowledge of the United States with the 
resources and labor of the Latin American 
countries, was advanced as a solution for 
the growing paralysis of hemispheric foreign 
trade by Dr. Ramon Beteta, Secretary of 
the Treasury of Mexico, in a memorable 
address at the 34th National Foreign 
Trade Conference in St. Louis. 

That the speech provides sound thought 
for bankers and businessmen everywhere, 
is the opinion expressed by W. L. Heming- 
way, board chairman, and Gale F. Johns- 
ton, president, Mercantile-Commerce Bank 
and Trust Company, St. Louis. Mr. Hem- 
ingway served as chairman of the Foreign 
Trade Conference. 

Economic co-operation. Dr. Beteta 
recommends that the American nations 
discard their isolated method of handling 
foreign trade problems and instead work 
together to achieve economic co-operation. 

He sees two Americas. One is fully 
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... says Alice 


*““My boss is an engineering genius, 
also a screwball. He invented a lot of 
electronic thingamajigs. During the war, 
factories all over wanted them yesterday, 
and the shipping room was sending out 
practically everything airmail, special 
delivery, registered. 

“Fellas who were perfect strangers 
were flashing cash slips for umpteen or 
so dollars every day for me to sign, on 
account of I am the patsy responsible 
for postage in this asylum. Well, gee... 
I could see a dim future for little Alice 
as Leavenworth’s oldest lady inmate. So 
anyway I went and told the boss my 
sordid suspicions that there might be 
something subversive about stamps going 
on in our place. 

‘Ah’, says he, ‘someone indulging 
in a little offside philately!’ (It means 


BB. 


“lm nuts about 
my operation” 


stamp collecting—I looked it up.)‘Maybe 
I can figure out some way to stop it.’ 

“I told him it was already figured 
out—a postage meter, which holds any 
desired amount of postage, and prints 
postage as you need it on gummed tape 
for mailing packages. And does its own 
bookkeeping, so nobody can try any 
philately! I told him it would also print 
stamps directly on the office mail, seal 
envelopes, too, making all of our mailing 
faster and easier. 


“Tue boss seemed surprised. ‘Good 
idea’ he said. ‘Get priorities for two 
meters.’ So I got one. Everybody in the 
office and shipping room gave it the 
big okay. And right away our postage 
expense began to look a little more 
conservative. 


PITNEY-BOWES Postage Meter 


PITNEY-BOWES, Inc., 3122 Pacific Street, Stamford, Conn. 


<== Originators of Metered Mail. Largest makers of mailing machines. 


w~ Branches in 63 cities in the United States and Canada. 
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“Even the boss was impressed by 
the saving—says I ought to have an 
individual E Award for Economy, which 
this firm can use plenty of nowadays!” 


Has it ever occurred to you that the 
Pitney-Bowes postage meter can show 
a saving in time and effort as well as 
postage in your business? And metered 
mail can go through the postoffice faster 
because it’s already post-marked and 
cancelled, make earlier trains and planes! 
... There’s a postage meter for the small 
bank as well as the large ... For complete 
details call the nearest Pitney-Bowes 
office... Or write direct for an illustrated 
booklet ... today. 
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Those interested in ex- 
porting to Australia 
may obtain a free copy 
of this informative 
booklet from their 
bankers or direct 
from— 























BANK OF 
NEW SOUTH WALES 


British & Foreign Department 
Sydney, Australia 
































Theme of bank’s exhibit: ‘“‘Recipes for Happy Living”’’ 


industrialized, completely developed, tech- 
nically wise, having a surplus of capital, 
most of the gold of the world and the 
highest standard of living. This is Creditor 
America. The other America is composed 
of agricultural and mining countries. It 
is undeveloped but growing; it has tre- 
mendous natural resources and a low 
standard of living; it is lacking in technical 
knowledge and in domestic capital; it is 
sparsely populated. This is Debtor America. 

Thus Dr. Beteta believes that the econ- 
omies of the American countries are com- 
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the state. 









C orporation 


We can offer you 47 keys to business in 
New York State through our affiliation with 
Marine Midland banks in 47 strategic com- 
munities. We share with our correspondents 
and their customers the latest significant 


information on local business throughout 


Member of Federal Deposit Insurance 





MARINE TRUST COMPANY 


Buffalo’s Oldest and Largest Commercial Bank 








plementary and that co-operation will be 
mutually beneficial to all. While he cites 
the establishment of the International 
Bank and Fund and the Export-Import 
Bank as steps in the right direction, he 
emphasizes the importance of private 
investments in restoring international eco- 
nomic equilibrium to Latin America. 
*‘A substantial flow of capital from the 
United States must go to Latin America as 
investments and remain there as reinvest- 
ments, if we want to compensate the excess 
of Latin American purchases from the 
United States,’’ he declared. 

In discussing the need of Latin American 
countries for United States capital, Dr. 
Beteta emphasized that these investments 
should be protected. He said that capital 
has the right to fair profits and should be 
free from any kind of discrimination as long 
as it does not seek special privileges nor 
political control in foreign countries. 
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Home Loan Display 


To help promote mortgage loans, veter- 
ans’ loans, and home repair loans as well 
as other banking services useful to the 
home owner, the Marine Trust Company 
of Buffalo recently participated in the 
Buffalo Better Homes Exposition. 

The caption and theme of the bank’s 
exhibit was “Recipes for Happy Living.” 
This idea was carried out by having large 
recipe cards on an illuminated backdrop 
telling how the bank can help solve some 
of the problems of home ownership. From 
each recipe card a red ribbon ran to an 
attractive model home extending from the 
center of the backdrop. For example, from 
the recipe card on home repair loans the 
ribbon extended to a model repairman on 
the roof of the house. Copy on the card 
read: 

PROPERTY IMPROVEMENT 

1 Leaky Roof 

1 Contractor 

1 Marine Trust Property Improvement 

Loan 

Directions: Ask contractor to estimate 

cost of any or all home repairs. Arrange 

for a Property Improvement Loan to 
pay for the work. You repay us in 
convenient payments. 
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Do the Financial Needs of Local 


PUBLIC UIMLITIES 


Often Pose UNUSUAL PROBLEMS? 


ANK relations and investor relations are now recog- 

nized by many local utility operating companies to be 
vitally important due to the universal need for financing 
extensive construction programs. 


Serving the financial needs of such electric and gas 
utilities often requires highly specialized banking service. 


To banks desiring assistance in any phase of this opera- 
tion, the Irving offers the facilities of a Department 
devoted exclusively to Public Utility matters. Directed by 
an executive who has been active in the top management of 
utility companies for more than thirty years, this Depart- 
ment supplies unusually broad practical experience in 
dealing with this industry. 


May we send you our folder, ““Banking Aids to Public 
Utilities”? It may suggest opportunities of mutual 
advantage. A copy is yours for the asking. 


Si. Ae 


PAUA OPH E Oh a 


ONE WALL STREET - NEW YORK 15, WN. Y. 


Member Federal Deposit Insurance Corporation 
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There were five such cards on the back- 
drop, each advertising a different bank 
service. On each end of the side counters 
there was a model home appliance which 
attracted considerable interest. These were 
also connected by red ribbons to recipe 
cards advertising the bank’s Midland Time 
Plan for financing household appliances. 
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Direct Mail Award 


The two potent pieces of direct mail 
advertising reproduced above are samples 
from the campaign which won this year’s 
first place bank award in the annual ratings 
of the Direct Mail Advertising Association. 
The first place campaign is that of the 
Oklahoma National Bank in Oklahoma 
City and was produced by Beals Creative 
Printers of that city. 

The winning campaign is directed to 
home owners and has been very successful 
in merchandising FHA Title I loans. The 
one-year program consists of six letters and 
inserts mailed two months apart. 

Along with other winning campaigns for 
various fields of industry and business, 
these mailings will tour the United States 
and be exhibited before advertising clubs 
in all principal cities. 

“This campaign has been entirely respon- 
sible for a large increase in our Title I 
business,” says A. L. Wilson, Jr., cashier 
of the Oklahoma National Bank. 

Samples of the winning direct mail 
pieces may be obtained by writing either 
the Oklahoma National Bank, 228 West 
Commerce, Oklahoma City, or Beals 
Creative Printers, 424 Northwest Second, 
Oklahoma. 

a 


Certified Banchecks 


A new kind of check service, tailored 
especially for college students but with 
wide potential application to persons of 
moderate income, has been developed by 
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Samples of campaign which took the year’s 
first place bank award in annual ratings of 


the Direct Mail Advertising Association 


Valley National Bank in Arizona. It has 
been called the Certified Bancheck plan. 

The service has been first introduced in 
Tucson, Arizona, where the state university 
is located, and where students and mer- 
chants have had the customary friction 
and misunderstandings over the cashing of 
personal checks. 

The Certified Banchecks were designed 
primarily for college students who require 
only a relatively few checks each month. 
Many have no real need for all the services 
provided in a regular checking account; 
others cannot afford to pay even the small 
monthly service charge on their low-balance 
accounts. 

Four denominations. Certified Ban- 
checks are issued in denominations of $5, 
$10, $20 and $50. These are sold to the 
students for 5 cents each, regardless of 
denomination. At the time of purchase 
the checks are stapled together in an 
attractive checkholder which fits into 
purse, wallet or pocket. An instruction 
flap states the purpose of the service and 
suggests simple precautions to the user. 
The student who receives $50 or $100 a 
month from home procures every safety 
precaution that is provided in a regular 
checking account, with some additional 
advantages. There is no embarrassment 
about overdrafts, no monthly service 


charge, no bank balance to compute and 
no month-end statement to review. Certi- 
fied Banchecks are much more readily 
circulated among merchants than are per- 
sonal checks, being on a par with cash, 
money orders or cashier’s checks. Identi- 
fication is simple. At the time each check 
is purchased the student is required to 
sign his name on the stub. When cashing 
the check he countersigns on the face of the 
instrument and fills in the name of the 
person to whom the check is presented. 

The new system has related benefits for 
the bank. The cost of handling Certified 
Banchecks is extremely low. Instead of 
posting to individual accounts, as with 
regular checking accounts, the total daily 
cancellation is posted to a general ledger 
account and the checks are then filed 
numerically by denomination. The monthly 
statement, daily posting, verification of 
signatures, and other expenses connected 
with regular checking accounts are elimi- 
nated. 

Well promoted. To merchandise the 
plan, a special bank office was opened on 
the university campus. Folders explaining 
the Certified Bancheck advantages were 
circulated among students. Tucson daily 
newspapers not only carried advertising on 
the service, but also recognized its news 
value. Supplementing such publicity, 


Developed for students, Certified Bancheck use may be expanded 
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representatives of the bank called upon 
merchants to explain the plan. 
Vice-president H. L. Dunham, who con- 
ceived the program as a solution to a 
particular local problem around the univer- 
sity, visualizes its eventual extension to all 
26 Valley National offices throughout the 
state. “The present cost of 5 cents for 
each check is well within the means of the 
average student,” Mr. Dunham states, 
“and may be attractive to persons of 
moderate income who do not now have a 
regular checking account because of the 
cost. With the potential volume we think 
is possible, we hope to reduce the cost of 
Certified Banchecks to perhaps 3 cents 
each.” 
. = 7. 


Stenographic Manual 


The research committee of the National 
Association of Bank Auditors and Comp- 
trollers has released a Sfenographic Manual 
for bank stenographers and typists. C. 
Edgar Johnson, vice-president of The First 
National Bank of Chicago and A. J. Vogel, 
secretary of the N. A. B. A. C. research 
committee, co-operated in collecting mate- 
rial on the stenographic methods of eight 
selected banks and making up the manual. 

One of the important features of the 
13-chapter, 38-page manual is the section 















STENOGRAPHIC MANUAL 


THE NATIONAL ASSOCIATION OF BANK 
AUDITORS AND COMPTROLLERS 


O 8 Seuth Dearborn Street 
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Based on bank survey 


containing a comprehensive dictionary of 
bank terms. 

The manual may be obtained by address- 
ing the Research Committee, National 
Association of Bank Auditors and Comp- 
trollers, 39 South Dearborn Street, Chicago. 
Price of the manual is $1.00 to N. A. B. 
A. C. members and $5.00 to non-members. 
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GOth Anniversary 


Cummins Business Machines Corpora- 
tion, on November 15 completed its 60th 
year of service to banks. The company 
was organized in 1887 as the Hill Man- 





FIELD WAREHOUSING THE LAWRENCE WAY... 





Lawrence Service 
Removes The ??? 
From Your 


Commodity Loans 


; pinmtger BUSINESS is the custodianship of inventory 
used as collateral for loans while stored on borrower’s 
own premises. We are the largest, strongest and the most 
experienced organization now conducting nationwide field 
warehouse operations. 


Ours is a highly specialized service. We relieve the 
lender of all concern for the physical security of goods, 
proper inspection by experts, and bonding of employees 
having access to the inventory. 


We do not ourselves make loans—but often we are able 
to establish a sound basis for loans which you could not 
otherwise make safely. 


Lawrence Warehouse receipts are supported by the 
strongest financial statement in the field warehouse indus- 
try. We have always discharged our liability in full to all 


holders of Lawrence Warehouse receipts. 





Call on Lawrence to meet these needs of your 

customers 

e Release of cash from inventory in order to take advantage 
of all discounts 


e Release of cash from inventory to permit expansion of the 
merchandise stocks 


e Release of cash from inventory to carry products until they can 
be sold more profitably 





| AWRENGE WAREHOUSE (OMPANY 


NATIONWIDE FIELD WAREHOUSING ; 


DIVISION OFFICES: 


CHICAGO 2, ILL. NEW YORK 5, N.Y. 
IN, LaSalle Street 72 Wall Street 





SAN FRANCISCO I1, CALIF. 
37 Drumm Street 
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ufacturing Company by B. F. Cummins. 
Originally specializing in perforating equip- 
ment, the company later added check en- 
dorsing and mechanical signing machines. 
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LARGEST FINANCIAL INSTITUTION IN THE NATION’S CAPITAL 


yi ill you have the goodness to 
collect the coupons on the bonds of 


mine in your custody.” his an, ee 
yer ,) é 


0. [ames 


George Bancroft, founder of the Naval Academy 
while Secretary of the Navy in 1845, wrote to 
Riggs & Company as above during the latter part of 
his life. This illustrious gentleman was also widely 
known as an historian, educator and one time 
minister to London. 


The collection and safekeeping of securities is one 
of the many services The Riggs National Bank 


renders to depositors. 


The confidence reflected in Mr. Bancroft’s letter is 
typical of the trust the name RIGGS has inspired 
or more than a century. 


RIGGS 


NATIONAL 
BAN K 


WASHINGTON, D.C. * FOUNDED 1836 
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EIGHT CONVENIENT LOCATIONS 
¢ 
Member — Federal Deposit Insurance Corporation 
P “4 Member — Federal Reserve System 
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WE ARE ESPECIALLY WELL EQUIPPED TO HANDLE ACCOUNTS 
OF BANK CORRESPONDENTS AND NATIONAL CORPORATIONS 
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Beyond deposit gains, two primary objectives are: Making friends and stimulating thrift 


BANK OF AMERICA’S “COLOSSAL”? DRIVE 





$00,000,000 CAMPAIGN 


Presenting a host of promotional ideas for banks 
interested in bolstering wartime deposit growth 


= ET’S Get Better Acquainted” is 

the theme for an unusual busi- 

ness building campaign through 
which the 14,000 men and women of 
Bank of America have undertaken to 
reach their goal of bringing in $500,- 
000,000 in new and increased deposits 
by December 31. 

The campaign keynote was sounded 
in a radio talk by President L. M. 
Giannini, who opened the fifteen weeks’ 
drive on Monday morning, September 
15, in a “staff meeting of the air,” the 
first since the war, over a state-wide 
network of 17 radio stations. 

Why the selection of “Let’s Get 
Better Acquainted” as the slogan? 
Although reaching the goal designated 
will mean a substantial gain in new 
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By 
RENOLDS J. BARBIERI 


Vice-president in charge of Business Ex- 
tension, Bank of America, N. T. & 
S. A., San Francisco, California 


deposits, of even more importance is 
the concept of broader public service 
represented by this campaign, which 
has as its triple purpose: 

1. To cement a closer relationship 
with our entire organization, particu- 
larly the newer employees. In his radio 
address, Mr. Giannini pointed out 
that of our present staff of approxi- 
mately 14,000 people, more than 7.000 
have joined the bank within the past 


five years. He added: “It is rec- 
ognized that the best way for people 
to improve acquaintance is for them 
to be united to achieve some special 
objective.” 

2. To get better acquainted with some 
3,700,000 present depositors. We want 
them to know more about our com- 
plete line of banking services. 

3. To get better acquainted with 
some 3,000,000 newcomers to Cali- 
fornia, and to offer them the services of 
our bank. As Mr. Giannini stated, 
surveys show that hundreds of thou- 
sands in California today have no 
banking connections. 

Mr. Giannini in his radio talk also 
stressed how important increased bank 
deposits are in building our business 
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economy, which demands that money 
be kept at work. ‘Money at work,” 
he declared, “‘creates employment .. . 
expands business . . . The more funds 
our branches receive on deposit the 
more opportunity, prosperity and 
growth we can help to create. 

“Through its state-wide system of 
506 branches in 313 communities,” 
Mr. Giannini added, “the men and 
women of our Bankamerican family 
are busily engaged in pumping finan- 
cial lifeblood through the arteries 
of commerce. The more funds our 
branches receive on deposit the more 
opportunity, prosperity and growth 
we can help to create.” 

Moreover, another major purpose 
of the campaign is to stimulate thrift. 
President Giannini has long believed 
that the banks should promote thrift 
and systematic savings on the part of 


the public, to offset the free spending 
philosophy so prevalent during the 
war years. 

As the degree of enthusiasm and 
interest generated for a selling cam- 
paign depends largely upon how well 
it goes over at the beginning, the pre- 
liminaries were handled as top secret. 
The supplies of stationery and selling 
ammunition for each branch manager 
were shipped to him in a surprise 
package, timed to reach him in advance 
of the broadcast. It carried a big 
sticker reading: ‘“Let’s Get Better 
Acquainted —Do Not Open Until Sep- 
tember 15.” 

All branch managers and administra- 
tive department heads knew some new 
development was in the making when 
they received a letter over the signa- 
ture of A. J. Gock, chairman of the 
board, advising them to have a radio 


Another drive objective : To knit the staff closer together 
Salinas branch stages a typical “‘kick-off” breakfast 








Staff efforts to attain the half-billion dollar goal by year’s end are being supported by an extensive, 








set up and all the staff present for the 
state-wide radio meeting. A follow-up 
telegram also reached them the day 
before the broadcast. 

A similar announcement from Mr. 
Gock reached the bank’s directors and 
its 160,000 stockholders, giving the 
time of the radio meeting and asking 
for their co-operation in the business 
building campaign about to be initi- 
ated. As some of the stockholders in 
eastern states wrote in later that they 
failed to hear the broadcast, due to 
distances and the timing for California 
listeners, Mr. Giannini’s talk was 
printed and copies mailed to them. 

Mr. Giannini concluded his talk by 
suggesting: “I hope that as soon as 
convenient, today if possible, the en- 
tire Bank of America organization will 
gather in staff meetings to discuss this 
talk, the printed material which should 
now be on hand, and to organize their 
active roles in the campaign.” 

Up to this point, what was meant 
by the “Let’s Get Better Acquainted” 
program had not yet been disclosed to 
the organization. Immediately follow- 
ing the broadcast, most branches and 
administrative departments held a 
fifteen minute continuation meeting, 
following the steps which were out- 
lined in another explanatory letter 
from Mr. Gock, included in the sur- 
prise package of campaign material. 
Other branches held breakfast meet- 
ings. 

The first step in these meetings was 
for each branch to determine its quota, 
then lay out its program to reach that 
objective. In setting the total of 








— "Let's Get Better Acquainted!” 
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$500,000,000 in new deposits for this 
campaign, it had been estimated that 
if each branch would aim for a goal in 
new business equivalent to 12 per cent 
of its total normal deposits as of 
September 15, or less than 1 per cent 
per week during the 15 weeks’ drive, 
the state-wide goal could be attained. 
This figure is not a net gain over pres- 
ent deposits, but a total of new deposits 
achieved either in new accounts or in 
increases in average balances on exist- 
ing accounts. 

As administrative departments do 
not maintain deposit balances they 
were assigned special quotas, depend- 
ing upon the number of employees in 
each department and whether or not 
they have public contacts during 
business hours. 

In former years the bank sponsored 
similar business building campaigns, 
but eliminated them when the. war 
started in order to place all our em- 
phasis upon the sale of war bonds. 
These drives were very effective in 
promoting the growth of the bank in 
deposits during those years when the 
entire staff, from the president down 
to the office boys, were trained as sales- 
men, to be on the alert for new busi- 
ness. 

Another result is that such cam- 
paigns show the staff how difficult it 
is to get new customers. Getting a 
new thousand dollar account requires 
lots of effort and energy. It doesn’t 
just come into the bank for the asking. 
The hundreds of tellers and contact 
people we have serving the public can 
readily realize through working in a 


well-planned advertising program 
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campaign how difficult it is to get 
new business and can serve our present 
customers that much better. They 
will think twice before being tempted 
to spin a passbook across the counter 
or make some snappy remark which 
might cause a customer to take his 
account across the street. 

This present campaign is really a re- 
education of the entire staff of the 
bank. It serves as a “refresher course” 
for the old-timers and shows the newer 
people how to merchandise our com- 
plete line of services. It also offers a 
big opportunity for the branch man- 
ager, the chief clerk and the depart- 
ment head to show their staff people 
how they can assist in business build- 
ing, an objective which had fo be 


. passed over during the war years. 


In every branch and in every depart- 
ment there is a business building 
officer. Although this campaign throws 
the spotlight on new deposits, we are 
also interested in increased accounts 
and new business reports covering 
loan activities, trust department busi- 
ness and safe deposit boxes. 


T° score the results in this campaign 

a progress chart posted in every 
branch and department lists the weekly 
performance of every individual in 
building new business. There are 580 
of these progress charts on display. 
A most significant progress chart is 
the one on the executive floor at the 
head office in San Francisco, which 
leads off with the name of President 
Mario Giannini, followed by Francis 
S. Baer, senior vice-chairman of ‘the 
board; Carl Wente, senior vice-presi- 
dent, and other key executives. Its 
quota reads: “No limit.” 

In assigning credits to our people 
for their work in this campaign we use 
the point system, for the reason that 
the new staff member, or the little 
fellow, usually gets a lot of turn downs 
at first. We say, “every time you 
make a contact, report it and you will 
be credited two points for your effort. 
We'll know you are trying.”” The next 
time he contacts that prospect and 
secures a promise of an account, the 
credit is three points. 

In similar fashion, 7 points is 
credited for new or increased accounts 
under $500; or over that amount, it is 
10 points. A Christmas Club account 
calls for 4 points; new or increased 
loans, 7 points; appointment for a 
trust officer, 5 points; new trust ac- 
count or will, 10 points; new safe 
deposit box rental, 5 points. 

These individual results are totaled 
and posted on the office bulletin board, 
two copies going to headquarters. One 
of them goes to the personnel depart- 
ment, where a report of the efforts of 
every individual in the organization is 
tabulated and made part of the record 
in his folder. 











































































President L. M. GIANNINI 


.. . his radio address launched 
the drive 


€ 
Vice-president RENOLDS J. BARBIERI 


...he is directing the cam- 
paign 


At regular intervals branch man- 
agers and department heads are asked 
to fill out a personal report covering 
each member of their staff. Their 
report goes exhaustively into the 
staff member’s attitude, performance 
and potentialities. One of the ques- 
tions asked is: How active is the 
employee in the business building 
program? ‘The answer is given due 
consideration, along with other factors 
involved, when salary adjustment and , 
promotions are under review. 

As we look back over the years when 
other business building campaigns 
were under way, many instances come 
to mind where the business getting 
abilities of our men and women were 
called to the attention of the bank 
management. Many promotions and 
raises in salary resulted from the 

See A $500,000,000 CAMPAIGN—Page 54 








Credit conference warning: Trim sails 
for a change in the economic weather 


A Reappraisal of 
BANK CREDIT POLICIES 


JOINT conference was held in 

Chicago, October 28, to express 

its views on expanding bank 
loans and to suggest policies for keep- 
ing bank credit in line with present 
and future conditions. 

The meeting was an important one. 
It presented the opinions of a highly 
qualified group of speakers on general 
credit policies, consumer credit, loans 
to small business, agricultural loans, 
mortgage lending, term loans, credit 
tools, and the over-all effect of domes- 
tic and international economic policies 
on bank credit. The opinions of the 
speakers nrake up this article. 

The meeting itself was sponsored by 
the Chicago Chapter, Robert Morris 
Associates, Group I of the [Illinois 
Bankers Association, and the Credit 
Policy Commission and the Small Busi- 
ness Credit Commission of the Ameri- 
can Bankers Association. The Chicago 
meeting was in the nature of a pilot 
meeting for a series of credit confer- 
ences that are planned for various 
parts of the country. 

Leaders behind the credit conference 


These speakers at the jointly sponsored Chicago credit conference analyzed loan problems aheac 
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were Harry Hausman, secretary of the 
Illinois Bankers Association and presi- 
dent of the state association section of 
the A. B. A.; Robert J. Crossley, 
president, Chicago Chapter of Robert 
Morris Associates and vice-president, 
First National Bank of Chicago; Lester 
E. Shippee, chairman, credit policy 
commission of the A. B. A. and execu- 
tive vice-president, Hartford-Connecti- 
cut Trust Company; and Carroll A. 
Gunderson of the A. B. A. head- 
quarter’s staff. 


Credit policy 


That bank credit men need carefully 
to appraise the current scene, and to 
review loaning policies and reshape 
them where necessary, was the “‘key- 
note” warning sounded by Kenneth K. 
DuVall, president, First National Bank, 
Appleton, Wisconsin, and past presi- 
dent of Robert Morris Associates. 


WILLIAM PRICE 


In particular, Mr. DuVall declared 
that credit men should be concerned 
with the present phase of the economic 
cycle, with the chances now favoring a 
change in the economic weather after 
more than a decade of increasing 
prosperity. 

When the turn does come, credit 
men can help to keep the boom from 
becoming a “‘bust” by nursing problem 
cases rather than adding the fuel of 
forced liquidation to the smoldering 
fires of economic maladjustment, Mr. 
DuVall asserted. As a favorable fac- 
tor in this regard, he cited the fact that 
in general banks have capital funds in 
strong proportion to risk assets. 

However, Mr. DuVall believes that 
“the emphasis in bank loaning policies 
should now shift from the aggressive 
acquisition of new loans to the careful, 
painstaking administration of credit 
now on the books.” Pointing out that 
few loans are unsound at the time of 
their inception, he urged attention 
today on alert, intelligent follow-up. 

Trouble was discerned ahead in the 
level and behavior of prices, the mar- 
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**Emphasis should now shift from acquisition to administration”’ 


ginal enterprise nurtured by lush 
times, and the field of installment 
credit. 

If the spiral of rising prices does 
start to reverse in the face of curtailed 
demand, Mr. DuVall foresees that the 
full impact is apt to be upon business, 
with labor’s wages tending to be 
frozen rigidly. With the high break- 
even point developed in recent years, 
it was predicted that business would 
go into the red fast with any substan- 
tial curtailment of volume. Mr. Du- 
Vall suggested that lenders should 
know which borrowers are most 
vulnerable to a break in prices, should 
ascertain whether they have a plan of 
defense, and should curb those who 
are obviously speculating. 

As to marginal “‘war baby” enter- 
prises, Mr. DuVall maintained: “Our 
job, as credit men, is to live very, very 
close to all those whose records do not 
go back of 1939, and by doing so learn 


to sort the sheep from among the goats.” 

Mr. DuVall termed consumer credit 
an instrument having the greatest 
social implications yet to be placed in 
the hands of the nation’s banks. “If 
we could but forget the direction in 
which competition had headed the 
installment business in 1941, we might 
face the future with less ominous fore- 
bodings,”’ he added. ‘“‘Long experience 
in the credit field cannot fail to point 
out the manifold dangers inherent in 
intense competition on terms ... I 
fear too many bankers seem to think 
that because each individual credit is 
small there can be no particular risk 
in taking greater than prudent chances. 
I have only to suggest that the senior 
officers and even the directors of those 
banks with consumer credit depart- 
ments should watch the activity more 
closely and not entrust it entirely to 
the direction of junior members of 
the staff.” 
















Credit controls 


Prediction that an immediate at- 
tempt will be made to restore emer- 
gency controls on consumer installment 
lending, with subsequent attempts to 
introduce other credit controls, was 
made by Walter B. French, A. B. A. 
deputy manager. 

Pointing out that before consumer 
credit legislation can be passed “‘we 
will probably have a couple of months 
to prove we do not need government 
controls,” Mr. French called this a 
critical period in private lending in 
this country. ‘‘Major consumer lend- 
ers must prove, without question, that 
they understand the emergency and 
have the situation well in hand,” he 
asserted. “It is damaging to the 
reputation of private lenders when 
they are forced to lend money by a 
rule of thumb laid down by the 
government.” 


Consumer credit 


That sales finance and personal loan 
companies, as well as banks, will 
adhere to strong credit terms in the 
future, and installment credit will be 
soundly administered after expiration 
of Regulation W, was the belief ex- 
pressed by Lehman Plummer, chair- 
man, A. B. A. Consumer Credit Com- 
mittee, and vice-president, Central 
National Bank & Trust Company, 
Des Moines, Iowa. 

However, Mr. Plummer cited an 
exception to the outlook for sound 
administration of consumer credit. It 
involves sales-minded charge account 
policies by some retail stores, particu- 
larly the “revolving credit” plan 
whereby a store grants the individual 
a credit line up to a certain stated 
amount, such as $300. “You do not 
have to pay your bill in full every 
month, but can pay whatever you 
want, any time you want, and keep 
on purchasing just so you don’t owe 

See BANK CREDIT POLICIES—Page 55 


ead, terms of spiraling prices, high break-even points, marginal enterprises, consumer credit terms, etc. 
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. MMustrating, by means of a e 
study, the difference betwee 
mere “face lifting’? job and 
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ANY times the desire to modern- 
ize the antiquated appearance 
of banking quarters tends to 

overshadow the fundamental impor- 
tance of making adequate allowance 
for future growth. 

As a result the banker sometimes 
finds, too late, that he has “‘face lifting” 
job instead of a well thought out plan 
which anticipates expansion needs. 
We see this in many published ex- 
amples. There is the mere shifting of 
departments, the addition of a cage or 
two, the cutting down of counter screen 
height, the adding of fluorescent lights 
and soundproofing. 

All this improves appearance, and 
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Many common faults in design, embodied in these evolutionary plans, are cited 4 Bo 
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AARON G. ALEXANDER 


Architect, 20 Exchange Place, 
New York 5, New York 


tends to attract business. But, unless 
there is additional public and work 
space to accommodate this new busi- 
ness, the bank soon finds itself right 
back where it started. 

To illustrate the difference between 
a face lifting job and one involving 
an “over-all plan” which anticipates 
future growth, suppose we examine 
several proposed arrangements based 
on an actual contemplated alteration. 
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ning 


The bank planning the improvement 
in its quarters has approximately 
$8,900,000 in deposits, and is located 
in a city with a population of about 
25,000 inhabitants. 

Its business is that of the standard 
commercial bank, with a savings de- 
partment, loan and collections depart- 
ment, unit paying and receiving tellers, 
safe deposit facilities, etc., and it is 
planned to add a personal loan depart- 
ment. 

The basement of the building is un- 
finished and is used for storage. The 
second floor is largely rented, although 
it does include the board of directors’ 
room. 
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Assures adequate banking facilities for years to come 


An accompanying sketch shows the 
existing arrangement of the first floor 
banking room, which measures 2,726 
square feet. Included is an “L” 
shaped public space of 717 square feet, 
and a work space of 646 square feet, 
not including the five tellers’ cages 
with eight wickets. In addition, there 
is a small platform with one desk, and 
the president’s private office. Also a 
safe deposit vault with 980 boxes, and 
two small coupon rooms; the vault is, 
of course, on the center of the first 
floor as it was a sacrilege to consider 
any other location at the time the bank 
was erected. 

In earlier days the bank had fewer 


customers with larger accounts, and 
they could be accommodated in the 
present small public area. Today, the 
narrow part of this public space is a 
bottleneck. Moreover, with many 
more depositors, the bank needs more 
help and therefore more work space. 

This is a typical problem applicable 
to many banks today, and in my 
opinion a face lifting job as represented 
by two of the accompanying moderni- 
zation plans is not the answer. 

In endeavoring to arrive at the best 
solution for this particular institution 
there were some eight plans developed, 
and the four most interesting are 
described and illustrated here. 


First Plan : 


This plan, shown on page 24, was 
developed around the thought of 
moving the bookkeeping department 
to the second floor, as it was realized 
that to obtain essential increased pub- 
lic space within the confines of the 
existing walls some departments must 
vacate. 

A counter screen was placed along 
the inside wall. This opened up the 
center floor area for public space, with 
the loan platform in the corner, both 
receiving the benefit of daylight from 
the exterior windows. At first glance 
such a plan seems to present a very 
fair solution, but without going into 
lengthy detail we find the following 
prevalent faults: 

1. The platform is isolated from the 
counter screen. 

2. There is no president’s private 
office. 

3. The safe deposit department 
separates the two sections of the 
counter screen. 

4. It would be inconvenient for 
tellers entering and leaving the cages. 

5. The conference room is isolated. 


Second Plan : 


In an attempt to overcome the more 
serious of the faults in the first plan, a 
second arrangement was developed. 
This again seems to be a presentable 
plan, but there are still the following 
faults: 

1. The notes and collection cage is 
opposite the loan platform, instead of 
adjacent. 

2. The safe deposit department 
again separates the operating force. 

3. Although there are three more 
tellers’ cages and three more wickets, 
the public space is not much larger 

See BANK QUARTERS—Page 60 


Biggest mistake: failure to provide sufficiently for future expansion 
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Faced with employment difficulties, this 
bank found that job analysis is wseces more 


than a “big-bank idea’’ 


Irving SOB ANALYSIS 
In 2 Medum-Size Bank 


HEN we are asked about our 
job evaluation program, we say 
that we “‘backed into it.” 

Some time ago we read an article 
by Charles Looney, comptroller at the 
Harris Trust and Savings Bank, Chi- 
cago, in which he said smaller institu- 
tions could use formal job evaluation, 
and we gave the idea little more than 
passing thought. According to Mr. 
Looney’s article, the program had 
shown its value in his bank and he 
recommended job evaluation for banks 
which were large enough to have jobs 
confined to specific duties. But as 
officers of a bank in the $30 million 
class, we did not consider the program 
in terms of our own organization. 
Nevertheless, the article interested us 
because it described a program aimed 
at easing problems similar to ours. 

Extent of employee turnover pointed 


By 
ALBERT A. ELSESSER 


Executive Vice-president, American 
State Bank, Lansing, Michigan 


up our problem. Staff members had 
passed in and out of our doors at a 
rate which accumulated a 53 per cent 
turnover record during 1946. When 
we figured the cost of this merry-go- 
round to the bank, in terms of lowest- 
salaried employees, it totaled more 
than $8,000 for the year. 

We charged this situation partly to 
community conditions. Lansing is the 
Capital city of Michigan and the 
state offices compete directly with 
banks for clerical help. Other em- 
ployment opportunities are offered by 
many diversified industrial plants in 


the city. The variety of local indus- 
tries, which helps smooth Lansing’s 
economic cycle, and the security 
attached to governmental employment 
lessens local banks’ comparative stat- 
ure in the employer role. 

It was first recommended by D. E. 
Bates, our president, that we make a 
concerted effort to trim employment 
difficulties. We did not think of job 
analysis and evaluation immediately. 
We knew how job evaluation programs, 
along with salary standardization, had 
been successful in such institutions as 
the Continental Illinois National Bank 
and Trust Company and the Harris 
Trust and Savings Bank, both in 
Chicago, and the Mercantile-Com- 
merce Bank and Trust Company in 
St. Louis. We were impressed by the 
fact that salary management resulting 
from the job evaluation program at the 


Salary patterns for the 43 jobs in the bank were compared by means of this graph 


Figures at bottom represent the 43 jobs. 
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Fractional denominators indicate number working on each job 
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Mercantile-Commerce Bank had been 
so orderly that the bank went through 
the entire period of War Labor Board 
control without having to approach 
that body with any requests, and that 
the bank’s salary increases granted 
during the war years did not vary from 
those years when there was no restric- 
tive wage control. But each of these 
three banks employs hundreds of 
people. 


‘THE board of directors was enthusi- 

astic when we suggested that an 
independent, local industrial relations 
firm be called in as the first step. 
This was done, and after eight weeks 
the Industrial Relations Associates 
made a report which pulled no punches. 
During their survey the Associates 
had talked with each of the junior 
page thes eee, pay Fy ia Executive officers, evaluation committee review the program* 
general personnel situation and arrived 


at some revealing conclusions. The mixture of inexperienced personnel factors as the bank’s competition with 
survey brought out conditions of with long-time employees resulted in five-day-week organizations and other 
which many of us who work in the the overloading of some and the slow conditions not under our control. 
bank every day had not been fully progress of others. As for officers, High on the Associates list of reasons 
aware. increased volume and variety of busi- for high employee turnover were the 

Here, in explanation, we might ness pushed our official activities to “lack of an established promotional 
insert a bit of our bank’s recent his- new levels. policy,” the “lack of genuine organi- 
tory. Some other banks may find it In the report of the Industrial Rela- zation and proper supervision,” favor- 
very similar to their own. Our bank tions Associates, therefore, the bank’s itism, malice and discrimination. The 
has grown from a $10 million to a $30 internal relations overshadowed such report pointed out that, as we were 
million institution in five years. In operating during a fast growth, it 
natural consequence, our operational could not be otherwise. It showed us 





lines and the lines of authority and “Late to right: Auditer BM. Van Prank; Vice- that one vice-president had been act- 
eg: president A. J. Seyfried; Vice-president- . P . 
duty became entangled. As additions Cashier J. M. Martin; President D. E. Bates; ing as a combined purchasing agent, 
to the staff became necessary the Mr. Elsesser; and Assistant Cashier E. Roe personnel officer, payroll clerk, time- 
An initial step: Complete job descriptions Standardized job rating and salar 
P P J P J 8 y 





JOB DESCKIPTION SALARY STANDARDIZATION 
DEPARTEENT: Bookkeeping and Proof 


Job Title MANAGER BOOKKEEPING DEPARTMEWT Department BOOKKEEPING 
JOB TITLE: Manager cr: 
Point Ratin. 44 Points Minimum Seler idaximum Sealer 
JOB SUMMARY: cas Bear _ ot. ee Aly 





monthly Yearly wonthly Yearly 
Responsible for operation of mechanical equipment, and supervision of 


A Extra Merit iiigh 
personnel in bookkeeping, proof and microfilm department, Also has direct re- 





sponsibility for keeping departnent records in proper balance, and the adjusting Date Classified August 15, 1947 


of differences in customer's accounts and reconciliation thereof when required, 
WOKK PERF URMED : 


1. Oversee mechanical ecuipment to keep same in good operating condition, 


2. Supervise activities of personnel in department. 








3. Meconcile differences in departmental records, 
u 
4. Supervise detly posting and filing operation for Commercial Accounts. fd if 
S. kefer overdrafts to credit officer, and make daily follow up to see that they Job Factor Point Nating 
are taken care of, 
Complexity of Duties 10 
6. Follow up changes of address notice, to see that addressograph plute is correct, 
and that the ledger and statement sheet are in accord therewith. Preparation for the Job 9 
7. Set up and operate Proof Summary Sheet when necessary. Personal Qualifications 5 
: Vitality 
OFFICE MACHINES: Adding Machine. Tact fulness 
Adaptability 
EQUIPMENT: Signature files, ledger and statement files, desk, etc. Initiative 


Directing Abiiity 
MATERIALS USED: All material associated with the bookkeeping department. 


Hesponsibility - 4 
WOKKING CONDITIONS: ‘Surroundings, inside and fairly warm for the most part of working 
day. Often‘unconmfortable in the summer months, Contact with Public 9 


HAZARDS: Hazards are limited to possible minor cuts and bruises. Executive esponsibility 


~ 


SPECIAL QUALIFICATIONS: High School graduate, with some business edministration or 
personnel treining. 


General Comments: 
PRKOMOTIONAL LINE: Bank officer or Auditing. 
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JOB RATING SCALE 





Complexity of duties, (Consider judgment required and difficulty of decisions to 
be mad . 


1 - 2 = Routine work (one or more repetitive operations) that require very little 
3- 


r Re 


Gg - 


13 - 


17 - 


judgment. 

4 - Varied routine work (manual or clerical work of different kinds) that 
requires some judgment. 

6 - Difficult or involved work, not necessarily new, but requiring unusual 
care and attention as well as some independent thinking. 

12 Unusually difficult and involved work (comprising new problems that require 
independent action and thinking.) 


16 Unusual work of @ complex nature requiring the use of judgment and independent 
thinking. 


20 New problems to be faced constantly requiring the making of vital decisions. 


: Il Preparation for the job, 


Ill 


ll 


vor 


VI. 





1 
3 


5 
9. 


ll - 


13 - 





2 - No experience, high school education, average intelligence. 


4 - Kequires some special training such as typing, stenography, negotiable | 
instruments, etc. 


& - Experience in several jobs leading to this one. 


10 equires fair knowledge of some particular field such ss accounting, investments 
loans, law, etc. . 


12 Requires a thorough knowledge of at least one field and also some knowledge 
of related fields. > 


14 Kequires knowledge covering several fields sufficiently to discuss them 
intelligently. Heouires wide exnerience. 


In connection with above, consider special skills required: 





Shorthand Negotiable Instruments Law 

Typing Investments Languages 

Secretarial Filing Special Accounting 

Correspondence Accounting Income Tax 
Personal cualifications needed for the job 

Appearance Tactfulness Initiative 

Vitelity Vigor Directing Ability 

Courtesy Kapidity ‘ Accuracy 

Perserverance . Adaptability 


Wetght only when absolutely needed, Weight more than one only in very 
exceptional cases. 


Combined weights in no case shall exceed fourteen, 






up 


2 
4 


8 


10 


12 


or records. 


onsider what losses might result from this job. onsider the controls set 


under the present system. } 


~- Jobs that involve little loss. 

- Jobs that involve some loss, Cash or securities in small amounts or other 
duties where errors might cause some loss to the bank or to customer, 

- Jobs thet involve considerable cash and securities or other duties where 
complete and thorough performance is hard to control. 


Jobs handling large amounts of cash or negotiable securities or comparable 
responsibilities. 


Work of bank-wide nature or involving commitments. 


Contact with the public, customers, and personnel. 





2 
4 
6 
8 
10 


12 


- Jobs rarely coming into contact with others. . 
- Contuct generally with othere in the same group. 


Jobs having some contact,outside the group. (Do not include contacts of a 
delivery nature.) 


Jobs coming into contact with the public and employees regularly on routine 
matters. 


Jobs for which personality and the ability to get along with people are 
primary qualifications. 
Jobs having major contacts with either customers, public, or personnel, 


Vegree of executive responsibility. 





None 


2 


10 


- Oversees work for a group doing routine work under direction of a supervisor. 
Not responsible for methods. (Kesponsible only for proper completion of 
assigned work, ) 

- Supervises ordinary work group under supervision of a manager. (Doing 
routine work; not responsible for methods. : 

-or- 
Manager of & small independent department. Doing routine work, 
-or- 

Assistants to the head of a large division. 

Supervisor of a large divieion in a large department doing routine work. 

Somewhat responsible for methods. Hesponsible to a manager and an officer, 

-or- 
Supervisor of « group doing individual work under a manager or an officer. 
-or- 

First assistant to the head of a large division. 

Manager of o large department doing routine work, 

HKesponsible for methods to Comptroller and responsible for all workers. 

Manager of « large division doing routine work. 

(Kesponsible for methods and workers. j 

-or- 
Manager of a department doing individual work. 
(Meeponsible for methods and workers.) 


Every job was rated on these terms 


keeper and office manager. It also 
brought out the fact that another 
officer had become literally a jack-of- 
all-trades. When bookkeepers, clerks 
and tellers were asked to whom they 
were responsible they named one of 
the two officers, ignoring supervisors 
and managers of departments. 

The industrial relations firm made 
recommendations. Among them was 
the advice that we consider formal job 
evaluation as a means of making a 
thorough analysis of each position in 
the bank, of placing responsibility and 
authority, of setting equitable salary 
ratios and defining employee advance- 
ment channels. 

After writing and visiting various 
banks, our newly-appointed, four-man 
job evaluation committee, headed by 
Vice-president A. J. Seyfried, decided 
that a variation of one of the large 
banks’ plans, that of the Harris Trust 
and Savings Bank, would fit our size 
and situation. 

We began what we thought would 
be the complex task of setting up our 
own system. Using the Harris Trust 
pattern, our step from theory to 
practice proved relatively simple. 


WE analyzed the jobs within the 

bank and branches and found that 
there were 43, with one to seven people 
on each. During the analysis, cases 
resembling those of the two over- 
worked officers showed up in many 
positions, with wasted effort in evi- 
dence among employees who were un- 
certain where their duties began and 
ended. A strict definition of each job 
was made and duties were listed and 
agreed upon by the committee mem- 
bers and the head of the department 
being studied. As shown in the ex- 
ample on page 27, each job was written 
up completely under the heading “Job 
Description.” 

Next we called into use our “Job 
Rating Scale.” The scale, which is shown 
on this page and which we believe 
is self-explanatory, is divided into six 
factors and used as a measuring device 
for evaluating all bank jobs. As we 
began to study different jobs, depart- 
ment by department, job evaluation 
committee members and the head of 
the department in question were given 
copies of the job rating scale. Inde- 
pendently, each member of the group 
studied descriptions of the jobs, rating 
the positions in terms of the factors on 
the scale. The committee met twice 
a week to compare their judgments of 
each job’s rating and to arrive at final 
point-rating and salary standardiza- 
tion decisions. An example of a job’s 
“Salary Standardization” chart is 
shown on page 27. The committee 
spent 12 weeks rating the 43 bank 
jobs. When the committee had finished 
rating each job separately, listings of 

See JOB ANALYSIS—Page 62 
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WASHINGTON VIEWPOINT 








Credit Controls 


President Harry S. Truman in his 
ten-point anti-inflation message has 
asked for revival of credit controls on 
consumer goods, which expired on 
November 1, as well as restraints ‘‘on 
inflationary bank credit.” 

The President pointed out that 
“consumer credit is increasing at a 
disturbing rate.” 

“The amount outstanding has risen 
from $6,500,000,000 in 1945 to more 
than $11,000,000,000 today. Even 
more rapid expansion is under way 
now, because the controls on consumer 
credit exercised by the Federal Reserve 
System expired November 1.” 

Representative Jesse P. Wolcott 
(R., Mich.) has stated that the Presi- 
dent has authority to put into. effect 
consumer credit regulations under the 
Trading with the Enemy Act, enacted 
in 1917. 

The President is expected to meet 
considerable opposition to proposals 
for revival of consumer credit controls. 
He was not specific as to whether he 
wanted these powers temporarily, or 
whether he wanted the Federal Re- 
serve Board to exercise regulation even 
after the current inflationary crisis 
passes. 

Marriner S. Eccles, chairman of the 
Federal Reserve Board, has stated 
that the Reserve Board should have 
over-all authority over consumer credit 
to level off periods of boom and 
deflation. 

The President did not outline in his 
message to the special session of 
Congress the “restraints” needed to 
curb “inflationary bank credit.” 

At the Federal Reserve Board it 
was stated that Mr. Eccles would out- 
line a credit program when asked by 
the proper committee. However, it 
is obvious that the President had in 
mind the suggestions made by the 
Reserve Board in its annual report, 
and, particularly, proposals advanced 
by Mr. Eccles in his address before the 
National Association of Supervisors of 
State Banks. 

“Because of their interests and 
responsibilities,” Mr. Eccles told the 
supervisors, “the Federal Reserve au- 
thorities are greatly impressed with 
the changed position of banks that 
has resulted from war. These changes 
will affect the duties and responsibili- 
ties of all bank supervisory agencies. 
The vast volume of deposits and cur- 
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-000,000,000 this year. 


By N. P. GREGORY, 
Washington Correspondent 


rency not only offers a threat of infla- 
tion for the economy as a whole, but 
it may create a serious problem for 
individual banks. 

“Another potential for credit expan- 
sion is the large flow of gold that is 
now coming into this country. This 
inflow has already amounted to $2,- 
Since the 
middle of the year total loans and 
investments of commercial banks have 
been expanding at a rate equivalent 
to $10,000,000,000 a year. If this 
should continue it would provide an 
inflationary force more than double 
the anti-inflationary effect of the 
prospective surplus in the Federal 
budget for this year.” 


° e 


G. I. Secondary Market 


Various government agencies are 
studying the question of establishing 


a secondary market for G. I. loans and 
are now holding discussions with pri- 
vate lending agencies. 

Veterans Administration officials in- 
dicate that there is a possibility that 
the regular session of Congress which 
convenes next January may be asked 
to enact legislation to provide a second- 
ary market. Previously, the secondary 
market was provided by the Recon- 
struction Finance Corporation. 

At present no government agency 
has agreed as to the terms of the 
market, or as to the advisability of 
undertaking the project. A Veterans 
Administration official described the 
current status of the problem as being 
in a “‘state of flux.” 

T. B. King, director of the VA loan 
guaranty service, has proposed that 
bankers and other institutional inves- 
tors should make 100 per cent loans. 
He has also urged establishment of a 
secondary market for G. I. loans. 
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On the question of 100 per cent 
loans, a report to the executive council 
of the American Bankers Association, 
prepared by its committee on service 
to war veterans, said: 

“The committee reiterates its previ- 
ously announced stand that each loan 
should be considered as an individual 
transaction and that no rigid rule 
regarding down payments be adopted 
by the banks.” 

The committee also offered no im- 
mediate solution to the proposal to re- 
establish a secondary market for 
veterans loans, but recommended that 
the subject be studied “in the hope 
that an equitable solution can be 
achieved that meets the requirements 
of rural member banks and the needs 
of veterans served by them.” 

The committee reports that a survey 
of major insurance companies discloses 
tangible limitations to the establish- 
ment of a secondary market by private 
sources. 

“While there is every indication 
that the larger city banks are able to 
make the required arrangements for 
a secondary market through insurance 
companies and the Federal Housing 
Administration,” the committee stated, 
“‘the country lender is unable to avail 
his institution of the same privilege. 
The pressure for a secondary market 


arises, therefore, from rural areas.” 

Meanwhile, Franklin D. Richards, 
FHA commissioner, has instructed all 
FHA state and’ district officers to dis- 
continue accepting applications for 
mortgage insurance under Title VI of 
the National Housing Act as of No- 
vember 12. 

“Discontinuing receiving Title VI 
applications for mortgage insurance 
became necessary,” he said, “because 
the insurance limitation as set by the 
Congress of $4,200,000,000 for Title VI 
has been reached. Loans insured, 
commitments issued, and applications 
in process now approximate the au- 
thorization.” 

* ¢ 


Anti-Trust Action 


The anti-trust suit filed by Attorney 
General Tom C. Clark against seven- 
teen of the largest investment banking 
firms, came as no surprise... The Jus- 
tice Department’s anti-trust division 
for more than two years has been 
investigating investment banking prac- 
tices. 

Former chief of the anti-trust divi- 
sion Wendell Berge directed the origi- 
nal study. After his departure from 
the Justice Department, it was widely 
reported that the pending action 


would be dropped. At that time it 
was believed that the investigation had 
unearthed no monopolistic practices 
on which to base charges filed in the 
Federal District Court for the Southern 
District of New York. 

The government considers its ac- 
tion as the most important since the 
Pujo money investigation of 1913 and 
equally as important as the Pecora 
investigation of the early New Deal 
days which led to the creation of the 
Securities and Exchange Commission. 

The defendants floated more than 
$14,000,000,000 of securities in the 
last nine years. They are charged 
under eight counts of violating the 
Sherman anti-trust act in the origin 
and distribution of securities. 

The civil action charges the banking 
firms with “‘conspiracy to restrain un- 
reasonably and to monopolize the 
securities business.” 

The Federal Government’s case is 
under the direction of Assistant Attor- 
ney General John F. Sonnett, in 
charge of the anti-trust section. It is 
recalled that it was Sonnett who 
handled the government’s case against 
John L. Lewis, president of the 
United Mine Workers. 

The seventeen defendants in the 
civil action are Morgan Stanley & 
Co., Kuhn Loeb & Co., Eastman, 





IT PAYS YOU TWO WAYS... 
WHEN YOU SELL NATIONAL CITY BANK TRAVELERS CHECKS 


e « « in gratified customers—who thank you for protecting their travel funds. 


e e « in increased earnings—for you keep all the commission. 


@ NCB Travelers Checks bear the 
name of America’s greatest world- 
wide bank and therefore are readily 
spendable everywhere. They are 
safe—your patrons get a prompt 
refund if their NCB Travelers Checks 
are lost or stolen. Sold in denomi- 
nations of $10, $20, $50 and $100. 
Commission is 75¢ per $100. 


NCB Travelers Checks are being 
widely advertised in leading national 
magazines. Newspaper mats and 
sales aids ready for use, blotters, 
pamphlets and posters, are available 
to you free to help you build this 


profitable business in your locality. 


Write for details 
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The NATIONAL CITY BANK of New York 
Tinat ine World Wide Beanhinag 


HEAD OFFICE 55 WALL STREET, NEW YORK 15, N.Y., 66 BRANCHES IN GREATER NEW YORK 


Member Federal Deposit Insurance Corporation 
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Those who reach 
the top usually 
arrive by learning 
to do one thing 
T superlatively well 


SAFETY PAPER FOR CHECKS _. 


GEORGE LAMONTE & SON, NUTLEY, NEW JERSEY 
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"CUSTOMERS NOTICE INCREASED SPEED... 
experienced no difficulty in swinging over... 
manner in which tellers accepted new system very 
gratifying . . . customers prefer official registered 
receipt to passbook . . . depositors well pleased 
with system and results obtained.” 

FIRST NATIONAL BANK OF PHILADELPHIA 
Philadelphia, Pa. 


“ONE OF THE BEST MOVES WE EVER MADE... a 
great savings in time . .. materially cut down 
lobby lines . . . provide an absolute record for 
auditing purposes ... an easy check-back in case 
of errors.” 

WASHINGTON TRUST COMPANY 
Spokane, Wash. 


“TELLERS ASSISTED IN BALANCING. . . change- 
over made with virtually no difficulty . . . customers 
very well pleased . . . estimate lobby lines disposed 
of 20% to 30% faster...tellers assisted in balancing 
... we are highly satisfied with the installation.” 


STATE NATIONAL BANK, El Paso, Texas 


{a d customers 


Listen to the voice of users who 
have mechanized their commercial window servi 





“REACTION EXTREMELY FAVORABLE... very 
much pleased with operation of machines . . . pro- 
vide an audit not possible with pen-and-ink records 
... control produces immediate detection of errors, 
saves time in completing day’s work . . . entry of a 
deposit quicker.” 

FORBES NATIONAL BANK, Pittsburgh, Pa. 


“BENEFITS ARE CONSIDERABLE .. . customers 
and tellers alike say machine method is faster . . . 
no question but that our internal operation has also 
been improved . . 
Burroughs Commercial Teller’s Machines. . .” 


FORT WAYNE NATIONAL BANK 
Fort Wayne, Ind. 


‘BOTH DESIRABLE AND NECESSARY . 
machines of great assistance to tellers in speeding 
up counter work and in providing a complete audit 
record of all transactions . . . customers’ reaction 
has been uniformly favorable. . .” 

HOWARD NATIONAL BANK & TRUST CO. 
Burlington, Vt. 


FIGURING, ACCOUNTING, STATISTICAL AND CASH REGISTERING MACHINES © NATIONWIDE MAINTENANCE SERVICE © MACHINE SUPPLIES 
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‘he Burroughs Commercial Teller's Machine 


is now used by banks from Massachusetts to Oregon, 

from California to Georgia. It handles and speeds all 

types of window transactions, replaces passbooks with 

printed, registered deposit receipts and automatically 

accumulates cash-in and cash-out totals. If you are inter- — 

ested in making a newsworthy advancement in your | \ FORBES NATIONAL BAYT 
customer service, and in improving your internal account- : ag. peal 
ing, ask your nearest Burroughs office for the entire story 

of this modern, mechanized service. It’s more than likely 

that your Burroughs representative can arrange for you 

to observe an actual installation nearby . . . or, if that 

isn’t convenient for you, he will answer all your ques- 

tions about operation, “change-over,” depositor and 

teller reactions, publicity opportunities and the like, with 

actual experiences of other banks. : 








WHEREVER THERE’S BUSINESS THERE’S 


Burroughs 


THE MARK OF SUPERIORITY 
IN MODERN BUSINESS MACHINES 
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Dillon & Co., Kidder, Peabody & Co., 
Goldman, Sachs & Co., Lehman Bros., 
Smith, Barney & Co., Glore, Forgan & 
Co., White Weld & Co., Drexel & Co., 
the First Boston Corp., Dillon, Read 
& Co., Blyth & Co., Harriman Ripley 
& Co., Stone & Webster Securities 
Corp., Harris, Hall & Co., and Union 
Securities Corp. 

In addition, the government seeks 
dissolution of the Investment Bankers 
Association and asks that “the defend- 
ant banking firms be enjoined from 
organizing or joining any other associ- 
ation engaged in similar practices and 
having similar purposes.” 


The complaint charges that the 
defendants have agreed: 

1. To eliminate competition among 
themselves. 

2. To eliminate competition of other 
investment bankers, and of other 
prospective purchasers of securities. | 

3. To prevent, restrain, minimize 
and discredit the use of competitive 
bidding, private placements, agency 
purchases and agency sales in the 
disposal of securities by issuers. 

4. To. eliminate competition for 
security issues offered at competitive 
bidding and to circumvent regulatory 
orders of Federal and State adminis- 































































BY AIR, RAIL, 
EXPRESS AND MAIL 


Direct sending reduces customers’ costs. To 
speed nonpar items and collections, the fast- 
est schedules are used, by air, rail, express 
and mail. This long-established practice 
offers money-value benefits that correspond- 
ent banks and other customers appreciate. | 
It emphasizes why The Northern Trust 
Company is “‘a good place to bank.” 


Write for copy of booklet 
50 Suggested Services for Correspondent Banks” 


THE NORTHERN 
TRUST COMPANY 


50 SOUTH LA SALLE STREET 
CHICAGO 90, ILLINOIS 

















trative agencies requiring competitive 
bidding. 

5. To influence and control the 
management and financial activities 
of issuers. 

6. To preserve their relationships 
with issuers for whom defendants act 
as financial advisers or from whom 
they purchase security issues. 

7. To utilize their denomination 
and control over securities business 
and their influence and control over 
issuers to encourage and promote 
consolidations, mergers, expansions, 
refinancings, and debt refundings in 
order, among other things, to create 
an increasing volume of security issues 
for merchandizing by the defendants. 

8. To concentrate the business of 
purchasing and distributing security 
issues in a single market where sales 
are made to large institutional inves- 
tors upon terms and conditions favor- 
able to such buyers and with a mini- 
mum of risk to defendants. 

Morgan Stanley & Co. labeled the 
government’s crackdown as “utter 
nonsense.” 

“The charges are just not true,” 
Harold Stanley, head of the firm said. 
“I cannot speak for the other firms 
mentioned. They are competitors of 
ours, but I can say what Morgan 
Stanley thinks about it.” 

The IBA described the charges as 
“fundamentally an attack upon the 
members for having individually and 
collectively exercised their constitu- 
tional rights of petition and of free 
speech.” 

Other statements: 

Glore Forgan & Co.: “There has 
never been a time since the dark days 
of the early thirties when it was more 
difficult to make a profit out of the 
investment banking business.” 

Dillon, Read & Co.: “The charge 
of lack of competition in the invest- 
ment banking business is not in 
accordance with the fact. The business 
is essentially competitive.” 

The First Boston Corp.: ‘We are 
proud of our record of serving Ameri- 
can industry. Competition has never 
been keener between dealers in securi- 
ties.” 

Harriman Ripley & Co.: “The 
charge that there is a monopoly among 
certain investment bankers is fan- 
tastic.”” 

Lehman Bros.: ‘“The charges leveled 
at the investment banking business do 
not jibe with the facts.” 


* ¢ 7 


Canadian Loan 


A $300,000,000 loan to Canada by 
the Export-Import Bank was followed 
by emergency controls to correct 
Canada’s foreign exchange position 
which has been deteriorating. 

The controls placed by the Canadian 
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THE CONTENTS 


CENTRAL BANKING 


eee by coe 
M. H. de KOCK, Ph. D. (Harvard) 


This volume, written by a central banker who is also a 
trained economist, covers the entire field of central bank- 
ing and monetary policy, both from the theoretical and 
the practical point of view. The author traces the evolution 
and rise of central banking and gives you a detailed outline 
of all important functions and activities of central banks in 
various parts of the world. 


The Rise of Central Banking * The Central Bank of Issue 


* The Central Bank as the Government's Banker, Agent 
REVEAL THE and Advisor * The Central Bank as the Custodian of the 
VALUE ! Cash Reserves of the Commercial Banks * The Central 


Bank as the Custodian of the Nation’s Reserves of Inter- 


national Currency * The Central Bank as the Bank of Rediscount and the Lender 
of Last Resort * The Central Bank as a Bank of Central Clearance, Settlement and 
Transfer * The Central Bank as the Controller of Credit * Discount-Rate Policy * 
Open-Market Operations * Other Methods of Credit Control * Exchange Control 
* Fiscal Policy and Compensatory Government Action—Control of Investment * 
Plans for International Monetary Fund and International Bank for Reconstruction 
and Development * Constitution and Administration of Central Banks. 


ADD THESE IMPORTANT BOOKS TO YOUR LIBRARY 


Browse here a minute. Each volume listed will prove 


a valuable aid to your research in the field of Finance. 


@ ELEMENTS OF STATISTICS 7) S8® 


L. BowLey, 
Sc. D., Professor of Statistics in the University of London. This 
book is designed for students in higher centers of education who 
intend to be qualified in the practice and theory 
of statistics. 503 pages and illustrated. 


@ ESSAYS IN MONETARY THEORY 


by D. H. RoBertson. This universally popular book has already 
been translated into several languages. It contains a series of 
articles and reviews written during the past few years’and dealing 
with the theory of money and of the trade cycle. $3.00 


@ ECONOMICS AND TECHNOLOGY 


by FERDYNAND ZwEIG, Professor of Political Economy in the Uni- 
versity of Cracow. An analytical, theoretical, sociological and 
practical study of readjustment between technological and social 


— $2.25 


# MONEY Its connection with rising and falling prices, 
by Epwin CAaANNAN. Now in its eighth edition, 


this book has been revised and is up-to-date 
with recent .events. $2.25 


@ MONEY AND THE MACHINE AGE 


by T. W. Wyatt. In this machine age there are almost unlimited 
powers of production, but can we distribute the products? Have we 
the ability to provide full employment and a constantly rising 
standard of living? Is there an alternative to nationalism? This 
book offers answers to those vitally important $1 75 
questions. Revised Edition 1946. sy 
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$6.00 


into Spanish, Japanese, Polish and 


w WEALTH by Epwin CANNAN, late 


Emeritus Professor of 
Political Economy. A concise examination of 
the causes of Economic Welfare. A standard 
work of its subject: this book has been translated 


$2.50 
* * * * x * 


STAPLES. 


Braille. Third edition. 
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EXPORT - IMPORT 
BANKING 


By WILLIAM S. SHATERIAN 


Formerly of The Nation- 
al City Bank of New 
York, Overseas Division 


Will be welcomed 
by all who want ac- 
curate information 
on the instruments 
and operations used 
by American ex- 
porters and import- 

ers and their banks 
in financing foreign trade. Covering the 
work of the foreign department of a bank, 
this new book emphasizes the phases which 
are most troublesome and require fullest 
attention. $5.00 


TRUST RECEIPTS 


The Variations in their Legal Status 
By GEORGE B. McGOWAN 
Vice President, Corn Exchange Bank Trust Company 


MANY transactions are turned down 
daily which might be good business for the 
er, if trust receipt information were 
more clearly understood and used. Mr. 
McGowan explains this subject so clearly 
that those who use, or could use trust 
receipts can readily understand how to 
obtain all advantages, consistent with the 
rights of others, which trust receipts can 
bring. Completely up-to-date, volume is 
pointed with latest court decisions. $4.00 


ANNUAL REPORTS 
TO STOCKHOLDERS 


Their Preparation and Interpretation 
By N. LOYALL McLAREN, C. P. A. 


An important 
new book for cor- 
porate officers and 
directors, comptrol- 
lers, bankers and 
investors. Writers 
of stockholders’ re- 
ports will find it an 
invaluable guide to 
accepted reporting 
standards and a ‘ 
challenge to improved ence em Readers 
of reports will find the ot equally helpful 
in understanding what the facts and fi 
mean and imply. The author analyzes 
features of form, arrangement and text, 
basing his studies on reports selected to 
show various techniques. $5.00 


F***= =Use this form to order™**"" % 




















= SEND me books checked below. After 5 daysI § 
5 will either remit price, plus postage, or return , 
books. (We pay postage if you remit with order.) 8 
| OC Export-Import Banking, Shaterian.. $5.00 - 
Ps O Trust Receipts, McG: 4.00 8 
g © Annual Reports, McLaren................... 5.00 § 

r) 
rs NAME. . 
s ' 
« FIRM 1 
’ M291 & 
: ADDRESS. . 








THE RONALD PRESS -COMPANY 
1S East New York 10 


26th Street 








Government have been taken as an 
assurance that there will be no devalu- 
ation in the Canadian dollar. Rumors 
have been persiStent that Canada was 
contemplating devaluation, but the 
Export Bank’s loan, plus the controls, 
indicate that Canada’s dollar crisis 
has passed. 

Banned under the new regulations 
are imports of automobiles, jewelry, 
radios, refrigerators, washing machines, 
furniture, candy, novelties and type- 
writers. 

Furthermore a limit of $150 was put 
on the amount of money Canadians 
may take in United States currency 
for pleasure. From Ottawa it was 
disclosed that special provisions will 
be introduced at the next session of 
Parliament for a “subsidy” of $7 per 
fine ounce on gold production. 

In addition, quota restrictions will 
be placed on imports of fruits and 
vegetables, leather and leather goods, 
clocks and watches, games, toys, 
sporting goods and smokers’ supplies. 

The current dollar crisis in Canada 
had been foreshadowed as early as 
1941. Rising war production sent 
Canada’s imports from the United 
States to a new high, while aid to 
Britain went virtually unpaid. The 
Hyde Park agreement of 1941, how- 
ever, temporarily ameliorated the situ- 
ation. Under that agreement the 
United States bought war goods in 
Canada and shipped them to Britain 
under lend-lease. 

It is estimated that Canada’s ‘“‘dol- 
lar gap,” an excess of imports over 
exports, is running at an annual rate 
of about $900,000,000. 

“Canada has wheat, meat, bacon, 
butter, lumber and base metals for 
export to Europe,” according to G. V. 
Ferguson, editor of the Montreal Star. 
‘Most of these are going there now, 
and most of them are being paid off in 
soft money. To the extent that Ameri- 
can purchases are made in Canada, 
the Hyde Park agreement is recreated. 
It improves our dollar position. At 
the same time, it decreases our sales 
to sterling areas, a twofold benefit.” 

The $300,000,000 Export-Import 
Bank loan will provide Canada with 
dollar exchange to buy equipment and 
raw materials in the United States. 

Specific terms of the credit, includ- 
ing the interest rate, will be worked 
out later. It was stipulated, however, 
that it will be available until Decem- 
ber 31, 1948, and that the interest rate 
will be in line with the bank’s policy 
of not competing with private capital. 

Under the terms of an agreement 
between bank officials and the Cana- 
dian Government, Canada will also 
seek loans in the private United 
States market. If successful, she will 
reduce the amount of the bank loan. 

The bank made public an exchange 
of letters between Canadian Finance 


Minister D. C. Abbott and Herbert 
E. Gaston, acting chairman of the 
bank, which completed preliminary 
negotiations on the loan. 

Mr. Gaston agreed to Canada’s 
suggestion that money drawn on the 
loan should be repayable in three 
equal annual installments on the 
third, fourth and fifth anniversary 
dates of each drawing. 


* ° * 


Gold Regulations 


To discourage sales of gold at a 
premium in the international market, 
the Treasury Department at the be- 
hest of the International Monetary 
Fund has amended the Gold Reserve 
Act of 1934. 

The amendments supplement the 
statement made by Secretary of the 
Treasury John W. Snyder and the 
Board of Governors of the Federal 
Reserve System asking American indi- 
viduals, banks and business enter- 
prises to refrain from encouraging and 
facilitating this premium price traffic 
in gold. The amended regulations 
went into effect on November 24. 

Fine gold in bar form, which the 
Treasury has licensed for export for 
industrial, professional or artistic use, 
has been sold in some instances at 
premium prices for hoarding, the 
Treasury stated. 

Accordingly, the new amendments 
permit only semiprocessed gold to be 
exported for industrial use except in 
cases in which the gold will be refined 
and returned to the United States. 

The amended regulations permit the 
export of gold refined from imported 
gold-bearing material only when the 
refiners in the United States do not 
participate in the sale of the refined 
gold. In addition, such gold may be 
exported only when the exportation 
of gold-bearing material from the 
country of origin and the importation 
of the refined gold into the country of 
destination do not violate the laws of 
those countries. 

According to the Treasury, the 
amendments implement the request of 
the Monetary Fund by preventing 
persons and organizations within the 
United States from participating in 
the export of gold for sale at premium 
prices. 

As long as gold sells at prices over 
and above the Treasury price of $35 
an ounce, it encourages depreciation 
of currencies of other countries. 

It is expected that other countries 
will take measures of a similar nature 
to control activities of persons and 
organizations within their jurisdiction 
and thereby reduce the traffic in gold 
at premium prices to a minimum. 
The Treasury is also continuing its 
study of gold transactions involving 
persons within the United States. 
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Since 1939... 


—FOREST PRODUCTS COST RAILROADS 171.3% MORE 








—IRON AND STEEL PRODUCTS COST RAILROADS 47% MORE 
Bg —FUEL (COAL AND OIL) COSTS RAILROADS 81.9% — 


¥ 3 4 — WAGES & WAGE TAXES COST RAILROADS 75.5% MORE 
mig S 


(Only recently an Arbitration Board raised annual wage costs $50,000,000 on the Pennsylvania Railroad alone.) 


RAILROAD FREIGHT RATES MUST KEEP PACE 




















—IT’S UNFAIR TO THE PUBLIC— 


to deny railroads reasonable increases in freight rates so that 
service can be improved. 


While industry is obtaining higher prices to meet its increased 
costs, it should not overlook its own need for adequate and 


efficient railroad service —that the country may continue to grow 
and prosper. 


Industry is prosperous when the railroads are prosperous. 


Railroad operating costs have increased more than 65% 


since 1939. Freight rates have advanced but 28%. An unsound 
situation which cannot continue. 


PUBLISHED IN THE INTEREST OF 218,000 STOCKHOLDERS 


PENNSYLVANIA RAILROAD 
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breeding and the individuals must be c 
convert coarse feed into fine food. 

Yet the vital ratio is not the weight of beef pet 
feed, but the dollars of value per hour of human toil—both 
in care of the herd and in culture of the crops that furnish 
the feed. The thing that counts is the final yield per man-hour. 


Building farm machines to decrease drudgery and increase 
yield per man has been the business of Case for 105 years- Case 
believes that financing of farm machinery sales is business that 
rightfully belongs to local banks, both as service to community 
and as source of earnings- j. I. Case Co. Racine, Wis. 
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THE PERSONALITY SPOTLIGHT 








Once again it’s overseas on govern- 
ment business for Joseph M. Dodge, 
ubiquitous head of The Detroit 
Bank and A. B. A. president. He is 
attending the meeting of the Council 
of Foreign Ministers in London, 
which began November 25 in an 
effort to reach agreements on Ger- 
man and Austrian treaties. Mr. 
Dodge previously headed an Ameri- 
can delegation which earlier this 
year conferred with the European 
powers on Austrian peace settlement 
problems, and thus he will have an 
important role in discussions relating 
to this phase of the current meeting. 
He expects to return before the year- 
end holidays. 


S 


On his 40th anniversary with The 
First National Trust and Savings 
Bank of San Diego, California, Frank 
J. Belcher, Jr. has been renamed 
president following the death of 
George H. Schmidt. He also remains 
chairman of the board. 

Much of the active direction of 
the bank will be in the hands of 
Anderson 
Borthwick, 
47, who has 
been elevated 
from vice-presi- 
dent to execu- 
tive vice-presi- 
dent. Associ- 
ated with the 
First National 
since he was 15 
years old, Mr. 
Borthwick has 
many distinc- 
tions. He is a student of banking, 
as attested by his A. I. B. and 
Graduate School of Banking work. 
He is one of San Diego’s foremost 
civic leaders. And he has a distin- 
guished record in sports, as a cham- 
pionship golfer, a basketball and 
handball player, and coach of a 
highly successful rowing club. 





A. BORTHWICK 


a 


Less than a month after he had 
been inducted into office as president 
of Robert Morris Associates, Arthur 
L. Moler died in a Cincinnati hospi- 
tal at the age of 57. He was a vice- 
president of the Fifth Third Union 
Trust Co., Cincinnati. 

At last reports, no successor to 
Mr. Moler had been named by the 
Associates. There was no specific 
provision in the organization’s by- 
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laws to meet such a contingency. 
Walter L. Rehfeld, vice-president, 
Mercantile - Commerce Bank and 
Trust Company, St. Louis, is first 
vice-president. 

aa 


Several months ago a shy, white- 
haired man with safety pins fasten- 
ing his pockets came to the National 
Shawmut Bank of Boston and said 
he wanted advice on inheritance 


J. DEFERRARI 


Friendliness is repaid 


received the patient and friendly 
encouragement of Roy H. Booth, Jr., 
trust officer and assistant vice-presi- 
dent. Asa result the bank has been 
named co-trustee of the million-dollar 
John Deferrari Foundation, a fund 
set up for the Boston Public Library 
by a multi-millionaire real estate 
operator who once sold apples in 
the shadow of the building. Mr. 
Deferrari, son of an Italian immi- 
grant, has been a familiar visitor to 
the library’s statistical department 
for more than 60 years, and he 
attributes much of his investment 
success to the education in finance 
he has thus received. 


o 


There has been a shift in top-level 
officers of the Mountain Trust Bank, 
Roanoke, Vir- 
ginia, follow- 
ing resigna- 
tion by Board 
Chairman C, T. 
Dudley due 
to other busi- 
ness interests. 
Elected new 
active chairman 
of the board 
is Ralph B. 
Gunn, presi- 
dent since 1932. 
Robert E. Paine, executive vice- 
president and _ secretary-treasurer, 


R. E. PAINE 


Instead of being rebuffed, he- 











has been named president. Both 
men have been with Mountain Trust 
since it was organized in 1920. 


« 


One of the nation’s best-known 
savings bankers, Myron S. Short, 
has been forced to retire from the 
presidency of Buffalo Savings Bank 
due to ill health. He had held that 
post since 1944, and for three years 
was president of the Savings Banks 
Association of the State of New 
York. His successor at the bank is 
William S. Rogers, executive vice- 
president for the past three years. 


* 


Oscar A. Schultz has been elected 
president of the Bank of Commerce 
& Savings, Duluth, Minnesota, suc- 
ceeding Jay E. Markle who retires 
from active management but remains 
a director. Mr. Schultz had been 
named executive vice-president in 
August. He was formerly a vice- 
president of the Marquette National 
Bank in Minneapolis, and prior to 
that was president of the First Na- 
tional Bank, Moose Lake, Minnesota. 


¢ 


New president of the First Na- 
tional Bank in Beaumont, Texas, is 
L, Paul Tullos. 
He has suc- 
ceeded the late 
Preston B. 
Doty. Execu- 
tive vice-presi- 
dent since 1942, 
Mr. Tullos has 
been an officer 
of the bank 
since 1919 when 
he joined the 
institution as 
the result of a 
merger. Active in Beaumont civic 
affairs, he was for two years presi- 
dent of the Community Chest. 


L. P. TULLOS 


¢ 


Arnold Markel is now president 
of The Merchants Bank of New York, 
New York City, as successor to his 
brother, Howard Markel, who died 
recently at the age of 46. The new 
top executive took part in organizing 
the bank in.1925 and has since served 
on the board of directors. 


« 


The new president of the Con- 
sumers Bankers Association appar- 
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ently comes under the category of 
being ‘‘quite a fellow.’’ The associ- 
ation’s news letter points out that 
George M. Clark, president of the 
Pioneer Bank in Chattanooga, Ten- 
nessee, is not only an unusually 
successful banker but also an avid 
huntsman, aviator and yachtsman. 
He has shot bears and wild boars. 
He holds a pilot’s license and owns a 
couple of planes. He helped organize 
the local yacht club and one of his 
craft was a 45-foot ex-rum-runner. 
He also finds time to operate a 400- 
acre farm. And, despite all these 
outside interests, Mr. Clark has 


achieved a notable record as presi- 
dent of Pioneer Bank for the past 
14 years. It has grown from a 
$437,000 bank-to an institution with 
resources in excess of $12,000,000 in 
that interval, and has been a leader 
in encouraging a better-rounded agri- 
cultural development in the sur- 
rounding area. 


® 


Dr. C. J. Bartlett, formerly first 
vice-president, has been named board 
chairman of the First National Bank, 
Baker, Oregon, and the new president 
is John B. Rogers, previously vice- 








ST. LOUIS 
... The “Central City” 


For ninety years, in the strategic, central 
location of St. Louis,Mercantile-Commerce 
has played a major part in the economic 
and financial development of this city and 
the surrounding trade territory. 


Today, in the gateway city to the great 
Southwest, this bank is known throughout 
America for its facilities, experience and 
services to banks and bankers, business 
firms and individuals. Why not investigate 
all the advantages of an account with 
Mercantile-Commerce in this important 

“central city”? 
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president and trust officer. They 
succeed the late J. W. Stuchell, 
who held both offices. 

Mr. Rogers, who will be the execu- 
tive officer, was for 12 years with the 
National City Bank of New York. 


+ 


’ Byron R. Mitchell and D. James 
Pritchard have been made vice- 





D. J. PRITCHARD 


B. R. MITCHELL 


presidents by the Society for Sav- 
ings; Cleveland. Mr. Mitchell, a 
newcomer to the bank, was for- 
merly local resident manager and 
assistant vice-president of C. F. 
Childs and Company. Mr. Prit- 
chard, promoted from assistant vice- 
president and assistant secretary, 
has been associated with the bank’s 
promotional activities. 


° 


Hugh D. MacBain, vice-presi- 
dent of The First Boston Corpora- 
tion, has become a vice-president of 
the Mellon National Bank and Trust 
Company, Pittsburgh. The bank 
also announces the 
following promo- 
tions in the per- 
sonal trust depart- 
ment: Harold 
S. Overholt, in 
charge of the in- 
vestment division, 
from assistant 
vice-president to 
vice-president; 
Alan S. Christ- — 
ner, in charge of 
the real estate department, from 
trust officer to assistant vice-presi- 
dent. In addition, Henry Cooper 
has been made an assistant vice- 
president and Kenneth C. Hewitt 
an investment officer. 

William D. Clifford and Alvin 
G. Keller have been appointed 
assistant cashiers of the banking 
department, and Ralph F. Sprowls 
assistant cashier of the operating 
department. 





H. D. MacBAIN 


* 


Chicago Terminal National Bank 
has a new vice-president in the per- 
son of Kenneth F. Van Sant, who 
joined the staff several months ago 
from the Chicago Association of 
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Commerce & Industry. His experi- 
ence also includes six years as sales 
promotion and advertising manager 
for the Bankers Life Insurance Co., 
Lincoln, Nebraska. 


o 


Good news to his many banking 
friends is the election of William G. 
Rabe, vice-president, to the board 
of directors of Manufacturers Trust 
Company, New York City. 


® 


In charge of the branch which 
Chase National Bank opened in 
Tokyo on December 1 is James P. 
Duddy, who has been in Japan 
several months making preparations. 


The branch will be in the Marunouchi - 


Building, one of the largest office 
buildings in the financial section of 
the Japanese capital. 


° 


Theodore A. Davis, Jr., vice- 
president and credit manager of the 
Pan American 
Bank, Miami, 
Florida, has been 
named executive 
vice-president and 
a director. He suc- 
ceeds A. E. Fuller, 
who has become 
county manager of 
Fulton County, 
in which Atlanta 
is located. Mr. 
Davis was once 
with New York Trust Company and 
Bank of the Manhattan Company, 
New York City, and later was execu- 
tive vice-president of Peoples Trust 
Company, Dunellen, New Jersey. 
He joined the Pan American Bank 
in June. 

Now in charge of the bank’s credit 
department is George Fahrner, 
who has been promoted to assistant 
vice-president. 





T. A. DAVIS, Jr. 


o 


A well-known authority on bank 
operations, Wal- 
ter G. Vogel of 
Irving Trust Com- 
pany, New York 
City, has been 
advanced from 
assistant vice- 
president to vice- 
president. He is 
in charge of the 
bank’s methods 
division, and has 
participated in 
A. B. A. and other studies of bank 
operating problems. 

* 


The following A. B. A. staff pro- 
motions have been made: George 
R. Amy from secretary of the Coun- 
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ABILE 
TEX. $69,855. 
AKRON, O. $106 
ALBANY, N. Y. $98,4 2 
AMARILLO, TEX. $136,838 — 4— 
BANGOR, $33,249.31 — BATON ROUGE, $30.351.53 — BOISE, IDA. 
$43,537.31 — BRIDGEPORT, CONN. $123.804.78 — BURLINGTON, VT. 
$45.929.03 — CAIRO, ILL. $58,442.96 —<- MDEN ON. J. $43,844.26 
CHARLESTON, S. C. $46,601. 
CLARKSBURG, W. VA. $34,748 
COVINGTON, KY. $16,050.44 
$67,254.79 — DAYTON, O. $15 
DES MOINES, IA. $301,577.29 
FALL RIVER, MASS. $44,719.85 
$75,709.77 —- GRAND ISLAND, 
$63,098.22 — HAVRE, MONT. 
$285,566.28 — HASTINGS, NE 
JACKSON, MICH. $22,264.42 
KALAMAZOO, MICH. $17,560. 
MANCHESTER, N. H. $46,159. 
1A. $111,461.17 — MOBILE, 
$32,912.07 — NEW BEDFOR 
PADUCAH, KY. $16,499.87 = : PUEBLO, 
$11,129.32 — QUINCY, ILL. $47,062.00 —- READING, PA. $45,786.24 
ROANOKE, $46,047.54 — ROCKFORD, $83,800.57 — SCRANTON, 
$166,400.62 — SIOUX FALLS, $67,923.96 — SPARTANBURG, 
S. C. $41,295.84 
SPRINGFIELD, 
SYRACI 
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Each year this bank forwards 
NPORT, IA. 


$14,608.92 
$68,329.92 
AYNE, IND. 
ALLS, MONT. 


to correspondents and other 
banks over. 150,000 collec- 
tions. Each collection is sent 
direct to a bank in the town 
or city on which the item is 
drawn.Each one represents a 
measure of profit, directorin- 
direct, forthe receiving bank 

If a banking connection 
TM eat leLM Alem $62,966.08 
prove useful and helpful to 
your bank, we invite you to 


open your account with us. 





'HCURITY-FIRST 
SVATIONAL BANK 


OF LOS ANGELES 


124 OFFICES AND BRANCHES 


RESOURCES OVER 14% BILL 


MEMBER FEDERAL RESERVE SYST 


MEMBER FEDERAL DEPOSIT INSURANCE 
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try Bank Operations Commission to 
deputy manager; Leroy Lewis, from 
associate educational director to na- 
tional educational director of the 
A. I. B.; Dr. William A. Irwin, to 
secretary of the Economic Policy 
Commission, in addition to his posts 
as A. B. A. economist and associate 
director of the Graduate School of 
Banking; George H. Hottendorf 
from assistant secretary to secretary 











END ALL WRAPS PROBLEMS 


Office VALET Wardrobe Racks 
and Costumers end ho - 
problems, yeep cloth 
press,”’ aired o' — 
ers; provide venti ated spaces 
for hata, overshoes and um- 
brel =e, oe pres. 









accommodate 3 aw 
sq. ft. Fit in oayehere. Life- 
time welded construction. 











Write for Bulletin No. H-15 


VOGEL-PETERSON CO. 


oe anes Reamag, 


624 South Michigan Ave Chicago 5, U. S.A. 





WALLETS and 
ENVELOPES 


Safeguard 


Registered Deposit Receipts for 


Burroughs Commerciai Teller's 


Machines 





For Banks equipped with Burroughs 
Commercial Teller’s Machines, William 
Exline Inc. has available an extensive 
line of high quality wallets and en- 
velopes for keeping registered deposit 
receipts. Provide your customers 
with the best. We invite your inquiry 
for samples and further information. 


Manufacturers of 


e Savings Passbooks e Loan Passbooks 

e Commercial Passbooks @ Deposit Slips 

@ Pocket Check Cases e Statement Sheets 

e Personalized Check Cases e Bill Straps 

e@ Passbook Envelopes e Coin Wrappers 

e Machine Posting Passbooks « Pen Ruled Forms 
e Deposit Receipt Envelopes and Wallets 


William 
lO LINE uc. 


1275 Ontario Street, Cleveland 13, Ohio 




















of the Insurance and Protective 
Committee; Gardiner Cobb, assist- 
ant comptroller, appointed assistant 
to registrar, “Graduate School of 
Banking; Eugene C. Zorn, Jr., 
named assistant secretary, Com- 
merce and Marine Commission. 

C. W. Green, director of the 
A. B. A. Public Relations Council, 
has resigned to return to the Franklin 
Square (Long Island) National Bank, 
as a vice-president. He was granted 
a leave of absence from the bank in 
1944 to assist the C. E. D. in work 
with small business, and has been 
associated with the A. B. A. since 
February, 1946. John B. Mack, 
deputy manager of the A. B. A., will 
assume Mr. Green’s post. 


° 


Philip H. Willkie, 27-year-old 
son of the late Wendell L. Willkie, 
is one of the youngest bank directors 
in the country, serving on the board 
of the Rush- 
ville (Indiana) 
National Bank. 
He would also 
seem to have a 
brilliant career 
ahead of him. 
At Princeton 
University he was 
voted by his class 
as the most likely 
to succeed. At 
Columbia Univer- 
sity where he obtained his law degree 
this fall he served as president of his 
first-year class and won other honors. 
He recently declined an opportunity 
to run for Congress in order to estab- 
lish himself as soon as possible in the 
practice of law. 


P. H. WILLKIE 


Promotions at American Trust 
Company, San Francisco, include: 
C. H. Lloyd, R. Norris Rebholtz 
and Carl E. Ward, to assistant vice- 
presidents; John F. Holman, Ber- 
nard C. Brown, James N. Houser 
and Carl Bomberger, to assistant 
cashiers. 

+ 


Howard D. Vaughan, president 
of the Federal Land Bank, Baltimore, 
Maryland, has resigned to become 
vice-president and trust officer of the 
First National Bank, Cumberland, 
Maryland. 

S 


Banker Charles F. Ackerman, 
who was 90 years old on November 
16, cannot make up his mind to quit 
his job after 74 years with the same 
institution. With a twinkle in his 
eye, he remarks, “I just never could 
get another job.” 

Mr. Ackerman has been president 
of the Mansfield (Ohio) Savings 
Trust National Bank since 1911, 











Cc. F. ACKERMAN 


At 90, still on the job 


working up to it from janitor and 
translator for German customers at 
a salary of $100 a year. Even asa 
lad in his teens he had such a flare 
for figures that the county treasurer 
and local merchants utilized his spare 
time in keeping books for them. 

Hundreds of Mansfielders came to 
the bank to offer Mr. Ackerman 
their hearty congratulations on his 
90th birthday anniversary. 


o 


Recent numerous promotions at 
the Peoples First National Bank & 
Trust Company, Pittsburgh, have 
included the naming of four vice- 
presidents. One is George F. Lloyd, 
formerly president of the $22,000,000 
Monongahela Trust Company of 
Homestead, which is now a branch 
of Peoples First. Others are Charles 
R. Webb, Fred W. Cotton and 
William D. Teuteberg, all ad- 
vanced from branch managers. 

William J. Frank, Sr., manager 
of the bank’s foreign department, 
has been elected assistant vice- 
president. 

* 


It’s back to his native city for 
Frank L. Beach, 
who has trans- 
ferred his affec- 
tions from Los 
Angeles to Port- 
land, Oregon. A 
vice-president of 
Citizens National 
Trust & Savings 
Bank of Los Ange- 
les since 1933, Mr. 
Beach has been 
made a vice-presi- 
dent of The United States National 
Bank of Portland in charge of the 
personnel division. 

e 


F. L. BEACH 


William T. Cameron has been 
elected a second vice-president of 
Northern Trust Company, Chicago, 
in the city loaning division. For the 
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past 11 years he has been with the 
Detroit branch of the Federal Re- 
serve Bank of Chicago, and was 
assistant cashier at the time of his 
resignation. 

+ 


From personnel director, Albert 
A. Graves has been promoted to 
assistant vice-president of The Cen- 
tral Trust Company, Cincinnati. He 
joined the bank in 1943, having pre- 
viously been executive vice-president 
of the First National Bank of Utica, 
Ohio. 


. 


After serving 31 years as cashier 
of The First National Bank, Colum- 
bus, Wisconsin, C. A. Miller has 
been elected president following the 
death of F. A. Chadbourn. H. J. 
Koch, assistant cashier, has been 
moved up tocashier. A. M. Holmes, 
Mary Manley and Roger K. Mar- 


tesn are now assistant cashiers. 
S 


A field representative of the Federal 
Reserve Bank of Dallas for many 
years, Charles L. Childers has 
joined the National City Bank of 
Dallas, Texas, as assistant vice- 
president and will be in the cor- 
respondent bank division. 

Allen E. McMurray, assistant 
vice-president, has been promoted to 
cashier. Arch T. Harris and T. W. 
Rutledge, assistant vice-presidents, 
have been elected vice-presidents. 
William R. Hoge, vice-president, 
has been named a director and secre- 
tary of the board. Ray Jones is 
now assistant cashier. 


* 


Robert Womsley, formerly with 
the Peoples First National Bank & 
Trust Company, Pittsburgh, has 
become vice-president in charge of 
trust operations at Winters National 
Bank and Trust Company, Dayton, 
Ohio. His predecessor, Jay M. 
Leach, is now chairman of the trust 
committee. 

* 


There have been many promotions 
of veteran staff members at Central 
Bank, Oakland, California. Kirby 
Tharp, assistant cashier and secre- 
tary, with the bank for 40 years, is 
now assistant vice-president and 
assistant trust officer. Other new 
assistant vice-presidents are Helmer 
C. Johnson, G. F. Powers, Charles 
W. Cano and John L. Church, 
Thomas G. Rutledge is assistant 
cashier. 

6 


George F. Torrey has been ap- 
pointed trust officer of Mercantile- 
Commerce Bank and Trust Com- 
pany, St. Louis. He formerly was 
associate trust officer. 
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An increasing Factor 
in World Trade 


Pacific Northwest ports — gateways to Alaska and 
the Orient — with ships and cargo planes girdling the 
globe — are becoming increasingly important in world 
trade. Through them flows the commerce of many lands 
— imports and exports vital to American prosperity. 


Serving the financial needs of this growing foreign 
trade, the Seattle-First National Bank brings to the 
assistance of its customers the facilities of 43 banking 
offices in the State of Washington and experience 


covering more than three quarters of a century. 


If your interest in foreign trade includes operations 
in and through the Pacific Northwest, we will gladly 


confer with you. 


A QUARTERLY PUBLICATION of this Bank, giving 
a careful review and digest of business and industrial 
conditions in the Pacific Northwest, will be mailed to 
you regularly upon request. 






















Main Office — Seattle 
Spokane and Eastern Division — Spokane 


Member Federal Deposit Insurance Corporation Member Federal Reserve System 





Newest, smallest member of the Farmall Family, the 
FARMALL CUB for small farms. Also for large farms 
that need an extra tractor. 





FARMALL A—1-row tractor with “Culti-Vision.” Plows 3 


FARMALL SYSTEM 


Mtetettd Vt You 









‘The Farmall System 
of Farming is an 


THE SPIRIT OF SERVICE 


6,000 IH Farm Equipment Dealers are 
Harvester’s point of contact with farm- 
tion. It has its roots ers. You will find many reliable pros- 
in the soil—on the pects for financing among your local IH 


American Institu- 








Dealer’s cust s for farm equipment, 


farms of your neigh- motor trucks and refrigeration. 


bors. 


The Farmall System has increased productivity, speeded 
up field work, given farmers more leisure and greater 


to 7 acres a day; cultivates 14 to 17 acres a day. Also operating economy, and brought better living and -eco- 
FARMALL AV (high-clearance) for working in tall-growing 


crops or crops on high beds. 





FARMALL B (and narrow- 
tread BN) for 2-row cultiva- 
tion. Same peppy engine as 
in FARMALL A. Operates on 7 
to 10 gallons of fuel a day. 





*FARMALL 
is a registered 
trade-mark. 
Remember — 
Only International 
Harvester builds 
Farmall Tractors. 











nomic security to the family farm. 


The “team” that has brought these benefits is a lineup 
of five basic models of Farmall Tractors—a size for every 
farm—and an endless selection of Farmall equipment 
especially designed for every region. Farmall machines 
—quick-attachable, mounted and pull-type—fit farms of 
every size and type, and every crop and soil condition. 

New developments are always coming in the Farmall 
System. Watch for them! 


INTERNATIONAL HARVESTER COMPANY 
180 North Michigan Avenue Chicago 1, Illinois 









Listen to James Melton on 
“Harvest of Stars” Every Sunday. 
NBC Network. 


FARMALL H fits the average quarter-section farm. Pulls 
two 14-inch plow bottoms in normal conditions; culti- 
vates up to 35 acres of corn a day. Also FARMALL HV 
(high-clearance) for working in tall-growing crops or 
crops on high beds. 


FARMALL M pulls three 14-inch or 16-inch plow bottoms; handles 
4-row planters and cultivators and a 2-row corn picker. Also FARM- 
ALL MV (high-clearance); FARMALL MD (Diesel); FARMALL MVD. 
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CANADIAN BANKING 








Canadian Bankers Report 


Greater activity in commercial and 
personal loans during the past year, 
the necessity for early adoption of the 
Marshall Plan to boost European 
economy, and rising bank costs fea- 
tured the annual report of the Cana- 
dian Bankers’ Association at Montreal 
on November 13. 


After surveying Canadian and world - 


economic conditions for the past year, 
B. C. Gardner, general manager of the 
Bank of Montreal and retiring C. B. A. 
president, pointed out that “what hope 
there is of a permanent solution de- 
pends largely on the extent to which 
the productive facilities of this entire 
continent are intelligently shared in 
helping war-torn areas of the world 
meet their responsibility for rehabilita- 
tion and recovery. If the Marshall 
Plan can be made effective it is reason- 
able to hope that the United States 
will be a larger buyer of Canadian 
products. This would bring about 
results not dissimilar to.those which 
followed the wartime “Hyde Park 
Agreement, maintaining our ability to 
purchase from the United States goods 
such as machinery, coal, cotton and 
oil which are essential to our economy, 
and which are not under present cir- 
cumstances readily available  else- 
where.” 

Reporting on conditions in the 
Canadian banks during the past year 
Mr. Gardner stated that commercial 
loans, exclusive of provincial and 
municipal government loans, had in- 
creased to $2,035,000,000 at the end of 
August, 1947, from $1,402,000,000 a 
year previous. This represents an 
increase of 45 per cent in the year and 
86 per cent since the end of the war. 
Current loans and discounts alone in 
the period August '1, 1946, to July 31, 
1947, increased $601,000,000. 

Mr. Gardner reported that loans to 
manufacturers are up nearly 70 per 
cent. Notwithstanding the fact that 
farm income in the early part of this 
year was higher than ever before and 
that the liquid position of the farming 
community is generally buoyant, loans 
to farmers, cattle raisers and fruit 
growers increased 38 per cent. Ad- 
vances to public utilities have risen 
165 per cent. 

**As a result of the vigorous upward 
trend in lending, there has been a 
marked shift in the distribution of 
bank assets,” Mr. Gardner said. ‘At 
the end of August, 1939, the total 
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Robert Rae, new C. B. A. head 


loans of the Canadian chartered banks 
were equivalent to 34 per cent of all 
assets. Six years later at the end of 
the war this proportion had receded 
to 21 per cent; at August 31, 1947, the 
latest figure available, loans were 
equivalent to 28 per cent of total 
assets. 

“In contrast, total holdings of 
Dominion and Provincial Government 
securities were 34 per cent of all assets 
on the eve of the war. As a result of 
the demands of war finance this ratio 
had increased to 52 per cent by the 
end of August, 1945, but as at August 
31, 1947, it had declined again to 43 
per cent. This partial realignment of 
the two major elements in the banking 
structure is welcome indeed and dem- 
onstrates conclusively the resiliency of 
the banking system. A continuation 
of the trend is most desirable.” 

Mr. Gardner warned that loans to 
finance excessive or speculative accu- 
mulation of merchandise are in the 
interest of neither the community nor 
of the borrowers concerned. 

Total assets of Canada’s ten char- 
tered banks have increased from 
$3,548,000,000 in August, 1939, to 
$7,795,000,000 in August, 1947, an 
increase of 120 per cent. 

The annual payroll of all Canadian 
banks now amounts to more than 
$70,000,000 as against $37,000,000 at 
the outbreak of war. In the past two 
years the annual payroll has increased 
by more than $13,000,000. ank 
staffs have increased 57 per cent since 
1939, and there are 24 times as many 
women on bank staffs today as before 
the war. Women now make up half 


the bank working force. Concensus 
of opinion on the subject of increasing 
bank costs was that charges for bank 
services will inevitably come under 
review if the upward trend of costs 
continues. 

Other statistics in the annual report 
show that deposits have increased 
from $2,407,000,000 in August, 1939, 
to $5,832,000,000 at the latest report. 
Demand deposits now total $2,058,- 
000,000 as against $705,000,000 in 
1939, and savings deposits rose from 
$1,702,000,000 in 1939 to $3,774,000,- 
000 at end of August, 1947. Canadian 
banks serve 6,000,000 customers. 


° e 


New C. B. A. President 


Robert Rae, vice-president and gen- 
eral manager of the Dominion Bank, 
Toronto, was elected president of the 
Canadian Bankers’ Association for 
1948-49. At 47, he is one of the 
youngest men ever to be general 
manager of a Canadian bank or 
C. B. A. president. 

At the age of 16 he started his bank- 
ing career at a suburban Toronto 
branch. He became manager of an 
important Montreal branch in 1919 
and moved to New York the next year 
as assistant agent of the Dominion 
Bank’s branch there. He became 
agent at New York in 1926, manager 
of the main Toronto branch in 1929, 
assistant general manager in 1931, 
general manager in 1937, and vice- 
president and director in 1942. 

He has always taken a very close 
interest in the operations of the busi- 
nesses of the bank’s customers, feeling 
that the bank’s success depends on the 
success of its customers and their 
good will. 

C. B. A. vice-presidents for 1948-49 
are: B.S. Vanstone, general manager, 
Bank of Toronto; J. U. Boyer, general 
manager, Provincial Bank of Canada 
at Montreal; James Muir, general 
manager, Royal Bank of Canada at 
Montreal; and H. L. Enman, general 
manager, Bank of Nova Scotia at 
Toronto. 

Sd e + 


Bank Anniversary 


On November 3 the Bank of Mont- 
real celebrated its 130th birthday. 
Throughout Canada and the United 
States the bank drew attention to its 
anniversary, and the fact that the 
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Le WCC —Nis New Book 


May Save Your Customers THOUSANDS OF DOLLARS 


in the Next 12 Months 


ODAY it is vitally important for 

your customers to have a sound credit 
policy. Credit losses are climbing, and no 
one knows how far this trend will go. Jt’s 
lime for your customers to watch their 
receivables. 


“HOW TO PLAN CREDIT POLICY” 
was written to give businessmen and their 
financial advisers the information they 
need to meet these current conditions. 
This book shows, with actual case histories, 
the procedure by which shaky accounts 
can often be detected before they become 
delinquent. It outlines the methods where- 
by executives can avoid squandering their 
time... by formulating policy rather than 
executing credit details. It explains the 
basic principles of all credit policy. 


Finally, “HOW TO PLAN CREDIT 
POLICY” tells, with charts and examples, 
how the MINMAX Principle of Credit 


American 


Credit Insurance 


Guarantees Payment 
of Accounts Receivable 


OFFICES 
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IN PRINCIPAL CITIES OF UNITED 


Control, accomplished through Credit 
Insurance, permits accurate budget calcu- 
lation . . . provides freedom from unex- 
pected credit losses and prevents an 
excessive number of delinquent accounts, 
thus safeguarding working capital and 
profit. It shows why many banks now 
advise customers to carry American Credit 
Insurance, and some insist on this added 
protection in granting commercial loans. 
(The bank may now be included as a named 
assured without charge.) 


We will be glad to send you “HOW TO 
PLAN CREDIT POLICY” without cost 
or obligation. Write for your copy today. 
Address: American Credit Indemnity 
Company of New York, Dept. 49, 
Baltimore 2, Md. 


PRESIDENT 


Com PANY 


STATES AND CANADA 














Bank of Montreal was the first bank 
to be established in Canada, by adver- 
tisements in daily and weekly news- 
papers. In Canada many newspapers 
also carried feature articles and edi- 
torials on the bank’s birthday. 

The Bank of Montreal issued its 
own coins and paper currency from the 
very outset. Within a year this became 
the first official Canadian currency 
and aided in stabilizing trade through- 
out Canada. When in 1867 the British 
colonies north of the United States 
border united to form the Dominion 
of Canada, the Bank of Montreal 
backed the first transcontinental rail- 
way which was part of the agreement 
of confederation. In recent years the 
Bank of Montreal’s currency has been 
withdrawn along with that of other 
Canadian banks and replaced by that 
of the central Bank of Canada. 


Sd Sd ° 


Promotions 


J. K. Muir has been appointed 
assistant general manager of the 
Dominion Bank, 
with headquar- 
ters at Montreal. 
Born in Scotland 
in 1890 he came 
to Canada in 
1910 and started 
as a junior with 
the Dominion 
Bankat Toronto. 
He saw service 
at branches 
throughout On- 
tario and at 
Montreal and Winnipeg. He was 
transferred to the head office at To- 
ronto in 1916, and after two years be- 
came a branch manager in Manitoba, 
then at Montreal branches. In Janu- 
ary, 1946, Mr. Muir was promoted to 
superintendent of eastern branches, 
and in’ October, 1947, to assistant 
general manager. 

R. J. Fox has been appointed man- 
ager of the Winnipeg branch of the 
Bank of Toronto, 
succeeding S. B. 
Chamberlain who 
has retired after 47 
years with the bank. 
Mr. Fox started as 
a junior at Parry 
Sound, Ontario, 
saw service at other 
Ontario and Quebec 
branches, was 
moved to western 
Canada in 1945 as 
inspector and traveled from Winnipeg 
to branches throughout the west. 
After serving at Ontario branches, he 
was moved to western Canada in 1906 
where he became manager of the 
Calgary branch in 1927 and of the 
Winnipeg branch in 1942. 





J. K. MUIR 





R. J. FOX 
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THE NEW H-H-M BANK LOBBY DEPOSITORY 


Helps Convert the Chaos of Rush Hours Into Pleasurable Banking Routine 


The new H-H-M Lobby Depository heralds the new era in time- 


saving deposit service. As convenient as a handy mail box it auto-. 


matically frees your busy customers of the need to wait in line and 
await their turn at the teller’s window. Each customer may arrange 
all details of his deposit in the privacy of his own office, rush his 
deposit to the bank, place it in the H-H-M Lobby Depository, and go 
on about his regular affairs. It’s as simple as that! 


The H-H-M Lobby Depository has the same effective type of 
reinforced monolithic fire-resistive insulation as is used in H-H-M 
Class “A” and Class “B” Underwriters’ tested and listed safes. The 
four-tumbler combination lock, with relocking feature, is mounted 
on and protected by a drill-resistive lock plate. 


Here’s the time-saving customer-convenience. your bank needs to 
meet the rush-hour crises of the new 5-day banking week. 


Write, Wire or Phone 
for Lobby Depository Literature 
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““‘We are now passing two more Pennsylvania Company offices!“ 


Of course, our offices aren’t quite that thick. But 
there are 18 of them and they do cover Philadelphia 
and its suburbs. 


This is helpful to our Correspondent Banks, for 
it enables us to provide convenient service for 
their customers, in whatever section of the city 
they are located. 


You can offer your customers this widespread 
service of our Philadelphia offices simply by joining 
our Correspondent family. 


Taking this one step will. put at your disposal 


our complete banking and trust facilities — as well 
as the experience of our specialized staffs. 


There are other features you'll like as a Penn- 
sylvania Company Correspondent — such as our 
speed in handling transit and collection items, and 
our heavy use of air mail in clearing checks. You'll 
find it helpful, too, to use our offices as your head- 
quarters whenever you are in Philadelphia. 


We'd be glad to tell you more about our ser- 
vice to Correspondent Banks. Just drop a line to 
us at 15th and Chestnut Streets, Philadelphia 1, Pa. 


THE 
PENNSYLVANIA 
COMPANY 


MEMBER FEDERAL RESERVE SYSTEM se 


for Banking and Trusts 


FOUNDED 1812 


FEDERAL DEPOSIT INSURANCE CORPORATION 


Burroughs Clearing House 

















THE BOOKLET COUNTER 








New Booklets 


Helpful Hints for Tax Control 
- - - By an outstanding authority on 
taxation problems, this is a partial list 
of tax saving and control suggestions. 
It is presented as an aid both to tax- 
payers and to their advisors. While 
it is not meant to be a complete list 
of the author’s ideas on the subject or 
a text on Federal taxation, it high- 
lights options, elections and alternative 


business courses or treatment of per- - 


sonal and corporate tax situations. 
It assumes some familiarity of the 
reader with Federal Tax law as well 
as with the preparation of tax returns. 


Business Organization . . . This 
booklet, prepared by the Policyholders 
Service ‘Bureau of the Metropolitan 
Life Insurance Company for their 
group-insured companies, is available 
to a limited number of other business 
and financial executives. The 52-page 
book is intended to facilitate the 
reader’s consideration of his own busi- 
ness organization by providing princi- 
ples and patterns which can be adapted 
to individual circumstances. In order 
to determine how these patterns may 
be cut to fit specific institutions, the 
booklet was prepared after a study of 
27 representative companies. Since 
organization problems and organiza- 
tion principles are fundamentally the 
same for business generally, irrespec- 
tive of size, the information presented 
will be of interest to the small institu- 
tion as well as to the large one. 


Problems of European Recon- 
struction ... This is an analysis by 
Joseph M. Dodge, A. B. A. president. 
Coming as it does when Congress is 
in special session to provide emer- 
gency foreign aid, the study should 
have special significance for community 
leaders. Mr. Dodge’s talent for defin- 
ing and emphasizing pertinent factors 
brings about in this booklet an un- 
usually clear picture of the European 
economic situation which he studied 
at firsthand as a special representative 
of the United States. 


Suggestions for Correspondent 
Banks . . . This booklet is an extra- 
ordinary example of the manner in 
which a bank can clarify its service 
for potential correspondent institu- 
tions. It combines brevity with com- 
pleteness in a way which should prove 
interesting to members of other bank’s 
advertising staffs, as well as to the 
officers of smaller banks who would like 
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These booklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
requests are referred promptly to the 
producers. Simply address requests 
on bank or company letterhead to 


Booklet Editor 
Burroughs Clearing House 
Second and Burroughs Avenues 
Detroit 32, Michigan 





a yardstick by which to measure the 
correspondent services which they are 
obtaining. 


Foreign Investment .. . This 
booklet is called to bank and financial 
officers’ attention because of high inter- 
est in the subject of foreign investment 
at this time. It is a reprinted ‘section 
of the book, Fundamentals of Invest- 
ment Banking, a publication of the 
Investment Bankers of America. - It 
explains the mechanics of foreign in- 
vestment and defines the basic tests to 
be used in considering the worth of 
different foreign investment possibili- 
ties. The booklet also carries a bibli- 
ography of other recommended publi- 
cations on the subject. The supply of 
reprints is limited. 


The American Method of Pric- 
ing ... This study made by E. R. 
Breech of the Ford Motor Company, 
has drawn widespread comment since 
its initial presentation before members 
of the American Marketing Associ- 
ation. Coming from a representative 
of a company recognized as an out- 
standing champion of American busi- 
ness principles, it should prove inter- 
esting to all students of our economic 
system. 

Sd 


Because of current planning, build- 
ing and remodeling of. bank quarters 
throughout the country, bank men 
may find the next few varied publica- 
tions worthwhile. 


A Study of Bank Designs... 
Bank design has undergone drastic 
changes in recent years. Briefly 
described and pictured in this pam- 
phlet are some of the changes taking 
place in building both large and small 
banks. The factors of function and 
appearance receive equal attention. 


Office Noise Elimination ... 
This brochure explains the interesting 


phenomena of sound reflection in 
large rooms and the use of cork to 
ease Office noise. 


Radiation Heating ... This 
booklet points out for banks and other 
organizations with large quarters the 
possibilities for them in lightweight, 
concealed radiation heating systems. 


Humidity Control . . . Pointing 
out how some buildings with expensive 
air conditioning equipment fall short 
of giving comfort to inhabitants, this 
brochure explains controlled humidity 
as a correction of that condition. 


Still Timely 


Scientific Management ... A 
checklist of publications reporting the 
methods and progress in business 
management since the end of World 
War II in personnel relations, office 
management, financial management, 
insurance and various other subjects. 
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TUBULAR 

WRAPPER 

iS PUSHED 
UP FROM 
BOTTOM 


Saves time and speeds up counting of pennies, 
nickels, dimes, quarters and halves. Just push . 
tubular wrapper up inside of Bakelite stem, 
holding bottom closed with finger. Count 





coins into hopper. Pull wrapper from bottom 
and crimp.ends. In five sizes. 


SET OF 5 SIZES 
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Drop THAT DAGGER, DELIA! 


Tsk, tsk! A Big Brain girl like you, in the 
fur coat income brackets! Doing surgery with 
a desk set stiletto on every individual entry 
in the morning mail! When a MailOpener 
would do the job in a jiffy, permit letters to 
be sorted and distributed while the office 
**Good Morning”’ is still good... And leave 
you free to use the old noggin on matters of 
more moment! 

You say the Boss doesn’t know about the 
MailOpener?...You’re no violet! It’s part 
of your job to wise him up on What’s New! 


Tis Pitney-Bowes MailOpener feeds, 
opens, stacks hundreds of pieces of mixed 


mail per minute ...The trim margins can be 
accurately regulated by a simple dial...The 
twin rotary knives of tough, long-wearing 
alloy steel clip clean the edge of the envelope 
without cutting ‘contents—and can’t cut the 
operator’s fingers... Electrically powered, 
mouse quiet, smartly designed, good looking 
. . . the MailOpener is a real economy, a 
time-saver for everybody in the bank. 

The MailOpener made by Pitney-Bowes, 
has the same precision standards, durability 
and dependability of PB postage meters... 
Ask the nearest Pitney-Bowes office for a 
demonstration in your bank ... or write for 
an illustrated folder! 


MAILOPENER 


PITNEY-BOWES, INC., $128 Pacific St., Stamford, Conn. 
originators of the postage meter .. . world’s largest manufacturers of 
mailing machines ... Offices in 63 cities in the U.S. and Canada 
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COURT DECISIONS 








By CHARLES R. ROSENBERG, Jr. 
Member of the Bar of Pennsylvania and of the 


Set-Offs Against Bankrupt’s 
Deposits 


Where a bank knows a depositor is 
insolvent and sets off his deposit bal- 
ance against his obligations to the 
bank, does a voidable preference re- 
sult if the depositor is adjudicated a 
bankrupt within four months? In 
such case is the bank required to pay 
over the amount of the deposit thus 
set off to the trustee in bankruptcy 
and take its chances as a general 
creditor in the bankruptcy proceed- 
ings? 

Two Maryland banks which had 
availed themselves of set-offs in those 
circumstances found themselves under 
scrutiny by the United States District 
Court after their common depositor 
went into bankruptcy. Other credi- 
tors of the bankrupt depositor strenu- 
ously insisted that, as the set-off had 
occurred within four months prior to 
the bankruptcy, the banks had enjoyed 
a preference which should be voided 
by the payment of the deposits to the 
trustee. 

The court stated the question in 
these words: “If a bank, in the ordi- 
nary course of business, receives de- 
posits from a depositor before and 
during four months next preceding such 
depositor’s adjudication in bankruptcy, 
and if during such four months period, 
with notice that such depositor is in 
financial difficulties, the bank applies 
his deposits against his indebtedness 
to the bank, has the bank thereby 
received a voidable preference?” 

Explaining that the bank is entitled 
to keep the set-off deposits, the court 
continued: 

“An ordinary bank deposit differs 
from other payments or transfer of 
money or property, as contemplated by 
Section 60 of the Bankruptcy Act, in 
that it is withdrawable at the will of 
the depositor and does not operate 
actually to diminish the depositor’s 
estate. 

“In other words, the ordinary de- 
posit results in substituting for the 
currency, checks, drafts, etc., a corre- 
sponding credit with the bank which 
may be checked against or withdrawn, 
and which provides the depositor with 
a medium of exchange in universal use 
in the transaction of business. Thus, 
it is now the settled law that if a bank 
receives deposits in the ordinary course 
of business subject to withdrawal by 
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District of Columbia 


check, such bank has not received a 
preferential transfer under Section 60 
of the Bankruptcy Act even though 
such deposits were made while the 
depositor was insolvent, and within 
four months of bankruptcy, and even 
though the bank’s officers knew that 


_the depositor was in bad financial 


condition, unless some fraud or collu- 
sion is shown. 

“In such cases, banks have been 
permitted to exercise the privilege of 
set-off against these deposits either 
before or after bankruptcy. On the 
other hand, if the deposit be made as 
part of a scheme or device to pay the 
bankrupt’s indebtedness to the bank, 
while insolvent, through the medium 
of a set-off, the set-off will not be 
permitted.” 

In the case before the court the 
bankrupt depositor was a corporation 
whose notes to the two banks were 
endorsed by certain officers and direc- 
tors. Objecting creditors in the bank- 
ruptcy insisted that the trustee should 
have sued the endorsers for the amount 
of the corporation’s deposits set off 
against the notes. It was argued that 
because the trustee did not sue them 
the endorsers got a preference through 
the set-off of the deposits and that if 


suit were brought against them it 
could be shown that the action of the 
endorsers in their capacity as officers 
and directors of the bankrupt cor- 
poration was fraudulent and collusive. 

The court thought otherwise and 
said: 

“The testimony shows that neither 
of the banks ever requested any of 
these deposits nor was there ever any 
artificial ‘build up’ of them. There 
were constant and material variations 
in the amount of the deposits due to . 
normal business transactions. We find 
no credible evidence of any fraud or 
bad faith on the part of the endorsers. 

“It is true that these endorsers are, 
under the Bankruptcy Act, to be 
treated as creditors. Nevertheless, it 
has been held that endorsers in the 
position of those in this case are not 
to be treated as receiving a voidable 
preference in the absence of evidence 
of fraud or bad faith.” (Inre Cummins 
Construction Corporation, 72 Federal 
Supplement, 409.) 
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Joint Account Not a Gift 


Mrs. Ross, a Minnesota woman, 
had a checking account and a savings 











For years we have rendered 
swift, effective service to 
banks throughout the country 
and to national corporations. 


Our close contact with major 
developments in the capital 
plus our excellent correspond- 
ent facilities may also prove 
invaluable in the conduct of 
your Washington business. 


Contact us by phone, wire or 
letter... or drop in on your 
next visit to the District. 


Federal Reserve System 





DELIVERING THE GOODS 





A merian Security & TRUST COMPANY 


Member Federal Deposit Insurance Corporation 





WASHINGTON, D. C. 
Daniel W. Bell, President 
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STATEMENT OF CONDITION sertexses 30,1047 


MBER FEDERAL RESERVE SYSTEM ¢ MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


OFFICERS 


W.C. Neary 
Vice-President & Cashier 
W. Watson, Compiroller 
W.J. Hunter 
Assistant Vice-President 
j.W. Lubring 
Assistant Vice-President 


H.N. Herzikoff 
Assistant Vice-President 


Assistant Cashier 
A.L. Somierindyke 
Assistant Casbier 


A. J. MacLennan 
Assistant Cashier 
TRUST DEPARTMENT 
Don R. Cameron 
Senior Trust Officer 
F.H.Kerns, ?rastOficer 
M. Morris 
Assistant Trust Officer 


Kewowrced 
Cash on hand and due from Federal Reserveand Other Banks 
U.S.Government Securities ...... $ 58,170,223.85 
Federal Reserve Bank Stock ...... 210,000.00 
IL <4 av 6 060 0 0-0 at 4.00 
NON is oh iirein a wade ines ole a 
Union Bank Building and Customer Auto Park ..... . 
Ds so ou 4 64 bis owe 0106 bie 5 


LF PO Oe re eae 


Customers’ Liability under Letters of Credit and Acceptances 
Other Resources 


eevee eeeveeeeeee eee eeeee 


Pe ahs W508 os 0a 6 od Soe ae ad ewe 
Gls :6 Siberd oe m8 ae wreng-s $ 3,500,000.00 
Se ee a er 3,500,000.00 
Undivided Profits. ........... 1,543,509.47 


Reserved for Contingencies .. 1.0... 22 vives 
Reserved for Interest, Taxes, Dividends, etc. ........ 
Liability under Letters of Credit and Acceptances, etc. . . 
Discount Collected — unearned 


IE a. Sorat & ga: Soe a eo alecwa ne 
Deposits: Demand .......... $ 98,342,669.17 
Ws Welhwisrees of 31,494,353.70 
United States War Loan de- 
positsand other public funds 4,850,028.67 
TOTAL 


$ 37,695,437.66 


58,380,227.85 
47,944,182.83 
1,650,000.00 
1.00 

1.00 
830,464.25 
27,138.50 


$146,527,453.09 


$ 8,543,509.47 
607,443.82 
1,256,237.05 
1,004,515.89 
240,129.60 
188,565.72 


134,687,051.54 





eo Oo 26 ke .0 Oe 6-6 .& 666 2 Ole we be S168 


United States Government obligations carried at $9,715,000.00 in the foregoing 
statement are pledged to secure public funds and for other purposes required by law 


ae 
2% THE BANK OF PERSONAL SERVICE e WE HAVE NO BRANCHES 


UNION BANK & TRUST CO 7 '°o48c=""5 


$146,527,453.09 











CABLE ADDRESS 





PANABANK 


Complete international and domestic banking facilities with 
correspondents in principal cities in Latin America. 


A foreign department with bilinguist personnel. 


PAN AMERICAN BANK OF MIAMI 


MIAMI 30, FLORIDA 


MEMBER FEDERAL RESERVE SYSTEM 
MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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account in her own name which she 
changed to joint accounts with her 
niece. The contract on the signature 
cards provided that either or the sur- 
vivor might draw against the accounts. 

Later on, Mrs. Ross and her niece be- 
came estranged and the aunt changed 
both accounts to joint accounts be- 
tween herself and a brother. At Mrs. 
Ross’ death the niece sued the bank 
and the brother to obtain the balances 
in the respective accounts on the day 
the money was transferred to the joint 
accounts of Mrs. Ross and her brother. 
The niece contended that the opening 
of the joint accounts between her 
aunt and herself constituted a gift of 
the balances to her. 

Rejecting the niece’s claim, the 
Federal court said: 

“In order to have a gift between 
living persons, the gift must be im- 
mediate. If it was a gift to take effect 
on the death of Mrs. Ross, with the 
control and recall remaining in her, 
there is no executed gift among living 
persons. Moreover, if Mrs. Ross 
merely intended to arrange a form of 
testamentary disposition, the plan 
would not only be ineffective as a 
testament, but could be withdrawn at 
any time at the behest of Mrs. Ross, 
the donor. 

“The fact that joint accounts were 
opened under the circumstances herein 
is not conclusive that a present gift 
was intended to the plaintiff. The 
recitals in the deposit agreements that 
the funds in the bank accounts were 
the joint property of the co-depositors 
reflect the form presumably used by 
the bank for its own protection in 
honoring withdrawal orders signed by 
either of the depositors. Such recitals 
would be required even though the 
joint accounts were solely maintained 
for the convenience and purposes of 
the owner of the funds with the right 
of recall retained. 

“There is an absence of any satis- 
factory or convincing facts or circum- 
stances which would indicate any 
intention on the part of Mrs. Ross 
to make a present gift of the deposits 
to the plaintiff.” 

Exonerating the bank, the court said: 

“The bank had no notice of any 
circumstances which would indicate 
that plaintiff claimed any vested 
interest in the deposits which could 
not be recalled. Plaintiff served no 
notice on the bank not to honor Mrs. 
Ross’ withdrawal orders.” (Cashman 
vs. Mason and Northwestern National 
Bank and Trust Company, 72 Federal 
Supplement, 487.) 
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Amendment to Negotiable 
Instruments Law 


Section 9 of the Negotiable Instru- 


Burroughs Clearing House 
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ments Law in most states provides 
that an instrument is payable to 
bearer “‘when it is payable to the order 
of a fictitious or non-existing person, 
and such fact was known to the person 
making it so payable.” 

In a California case reported in the 
Burroughs Clearing House for Septem- 
ber, 1947, the court, interpreting and 
applying that provision of the law, 
held a bank liable for honoring certain 
checks drawn by a depositor to the 
order of fictitious persons not known 
to him to be fictitious. A dishonest 
bookkeeper, who had prepared the 
checks, made them payable to persons 
whom he well knew were not to receive 
them. After his unknowing employer, 
the depositor, signed them he forged 
the endorsements of the payees and 
cashed the checks. 

Because the depositor—the em- 
ployer —who actually signed the checks 
did not know the payees were fictitious, 
the court held that the checks were 
payable to order and hence the bank 
was liable for paying them on the 
forged payee endorsements. (175 
Pacific Reporter, Second Series, 640.) 

Subsequent to the transactions in 
that case California amended Section 9 
of the Negotiable Instruments Law to 
provide that an instrument is payable 
to bearer “‘when it is payable to the 
order of a fictitious or non-existent or 
living person not intended to have 
any interest in it and such fact was 
known to the person making it so 
payable or known to his employee or 
other agent who supplies the name of 
such payee.” 

Of course, it is immaterial who en- 
dorses and cashes a bearer check. In 
a recent letter, J. W. Luhring, assistant 
vice-president, Union Bank and Trust 
Company of Los Angeles, pointed out 
that if this California amendment had 
been in effect at the time of the fore- 
going case, it might have operated to 
protect the bank from liability. 

It is an unpleasantly frequent situ- 
ation in which a depositor’s dishonest 
employee prepares checks payable to 
fictitious payees and then cashes them 
on forged endorsements after his un- 
suspecting employer has signed them 
as drawer. - Under the law as it exists 
in most states today, the court holds 
the bank liable, supporting the inter- 
pretation given by the California court. 
In effect the bank and not the em- 
ployer takes the loss due to the dis- 
honesty of the depositor’s employee. 

In other fields of law the employer 
is held liable for the acts of the em- 
ployee he has selected, and California’s 
amendment applies this principle to 
the preparation of checks by the em- 
ployee for the employer’s signature. 
Banks in other states may find it 
desirable to work for a similar amend- 
ment to the Negotiable Instruments 
Law. 
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MODEEN | 


BRANDT 
Coin Handling 


EQUIPMENT 


@ for SPEED 
@ for ACCURACY 
@ for DURABILITY 


Brandt Machines are used by thousands 
of banks to reduce the expense of 
handling coins and to assure better 
service to patrons. 


Model 100 BRANDT Automatic 
Cashier pays from Ic to $1.00 upon 
the depression of a single key. 
Coins are delivered to the teller 
and p d to the t e 











Model 200 BRANDT Cashier oper- 
ates in the same manner as Model 
100 except that upon the depres- 
sion of a key the coins roll on edge 
quickly and quietly down a chute 
nto a cup from where they are 
picked up by the customer. 




















Model CA BRANDT Coin Counter 
and Packager is hand operated. It 
counts and packag P i to 
silver dollars inclusive. A motor 
driven machine, termed the BANK 
SPECIAL, can also be supplied. 












; % a 
BRANDT Coin Sorter and : gen 
Counter, motor driven : see 
sorts and counts mixed 
coins—pennies to half 
dollars inclusive. 


’ BRANDT 


COIN HANDLING 
DEVICES SINCE 
1890 





BRANDT AUTOMATIC CASHIER CO. 
Watertown, Wisconsin 
Please supply information regarding the following BRANDT products: 
O AUTOMATIC CASHIERS 
O Model 100 0 Model 200 
O COIN COUNTER AND PACKAGER Bank Name 
0 Hand Operated (0 Motor Driven By 
O COIN SORTER and COUNTER 
O Motor Driven 
O COIN STORAGE TRAYS 
O COIN WRAPPERS and BILL STRAPS 














Big 
“Brandt” and ‘‘Cashier” registered in United States Patent Office and in Canadian Trade Marks Office. 
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(CONTINUED FROM PAGE 21) 


individual records brought out in these 
campaigns which have brought in as 
high as $5,000,000 in new deposits in a 
single week. Some of our outstanding 
branch managers rose to distinction 
and advancement in this way. 

To remind as well as inform the 
public, the sales efforts of the staff are 
backed by a well-planned, substantial 
advertising campaign, using news- 
papers, outdoor advertising, car and 





$00,000,000 CAMPAIGN 


bus cards, radio programs, lobby and 
window cards and other media. 

In addition to the basic theme of 
“Let’s Get Better Acquainted,” all 
advertising intended for public atten- 
tion includes an illustration of “Sandy 
Squirrel,” with a bushy tail, carrying 
a banner bearing the slogan: ‘Time 
Flies —Save Now!’’ 

Beginning September 15, newspaper 
copy began appearing in a list of 225 
California weeklies and 150 dailies, 
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Consumer Credit 


(v oLuME ) 
means lower unit cost per 


loan. With the higher total yield 
on consumer 
loans, that means 


( vouume ) 
means better distribu- 


tion of risk. In good times and 


bad, that means 
sarery ) 


We are helping many of our corre- 
spondents build the necessary volume 
in their consumer credit departments. 





NINTH AND WASHINGTON - ST. LOUIS (1) MO. 
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also foreign language papers, using the 
heading: “Let’s Get Better Ac- 
quainted—An Invitation From Your 
Nearest Branch Bank of America.” 
At regular intervals other copy fol- 
lowed, the second reading: “Let’s 
Get Better Acquainted—If Money 
Fascinates You, So Will Bank of 
America.” The third was aimed at 
the 3,000,000 new Californians and 
read: “‘Let’s Get Better Acquainted — 
14,500 Men and Women of Bank of 
America Invite Your Friendship.” 
The fourth dramatized the bank’s 
friendly spirit: ‘“‘Let’s Get Better 
Acquainted —Here’s How Bank of 
America Feels About Dignity.” 

The outdoor displays include 21 de 
luxe painted bulletins located at stra- 
tegic traffic intersections showing a 
clock along with the slogan: “Time 
Flies—Save Now!” A _ showing of 
24 sheets also ties in with the cam- 
paign through its slogan reading: “All 
California Highways Lead to Bank 
of America.” 

Cards in street cars, busses and 
interurban trains in metropolitan cen- 
ters feature an illustration of Sandy 
Squirrel in four colors, and his banner 
of “Time Flies —Save Now!” 


THE invitation to come in and get 

better acquainted is emphasized in 
radio programs over 24 radio stations. 

In every branch lobby is a giant 
blow-up of Sandy Squirrel in color 
greeting all newcomers. Attractive 
window cards with a similar illustra- 
tion repeat the invitation of “Let’s 
Get Better Acquainted.” 

On counters, desks, tables and 
wherever there is suitable space, a 
small cut-out of Sandy Squirrel is on 
display as a constant reminder. Blot- 
ters carrying this illustration are placed 
on every check stand and given to 
customers if they desire. 

Statement enclosures include an 
introduction card which customers 
may use in suggesting friends who 
also may find our services helpful. 

The selling helps for the staff also 
carry a slogan, only instead of ““Time 
Flies —Save Now!” it reads: ‘Time 
Flies — Act Now!” These helps include 
the following: 

A booklet called “‘Let’s Get Better 
Acquainted” lists the bank’s complete 
line of services. 

A brief course in salesmanship is 
given in another booklet called ““Time 
Flies — Act Now — Here’s How!” 

A small personal prospect list, which 
can be carried in the pocket or purse, 
is handy for jotting down names of 
prospects. 

For the next six pay days, all pay 
checks are enclosed in a special re- 
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minder envelope carrying an individual 
message about this campaign. 

A little gummed sticker is placed on 
all packages and inter-office or inter- 
branch correspondence. 

Every two weeks a special edition 
of the Bankamerican, the official pub- 
lication of our co-workers, is being 
issued. It passes along new ideas and 
sales helps for everybody, and rates 
the branches and departments accord- 
ing to the percentages of quotas 
obtained to date. 

And, of course, the progress charts 
on the bulletin board are a daily 
reminder of individual progress. 

Also, in order to further stimulate 
the campaign and continue the idea 
of “‘Let’s Get Better Acquainted,” a 
visiting program is being organized 
whereby 20 senior officers will visit 
every one of our 506 branches within 
the next year and a half. The state 
has been divided into 20 districts, with 
each officer taking a district in turn 
until he has visited all 20 of them. 

The first day of the campaign, 
A. P. Giannini, our founder-chairman, 
came in smiling and handed over new 
accounts totaling $250,000. That 
same day President Mario Giannini 
handed in $750,000 and Fred Ferrog- 
giaro, executive vice-president and 
chairman of the general finance com- 
mittee, $1,200,000 in new business. 
The first week the telegraph depart- 
ment at the head office, members of 
which do not meet the public, went 
$2,000 over its quota. And Miss 
Wanda Hall at the reception desk on 
the executive floor brought in four 
mew accounts. With all the enthusiasm 
that every one is showing, I have 
every reason to believe that our co- 
workers will more than reach their 
goal by the end of the year. 
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BANK CREDIT POLICIES 


(CONTINUED FROM PAGE 23) 


the store more than $300, or any 
designated amount, at any one time,” 
Mr. Plummer explained. ‘To me, 
this practice is unsound. You who are 
in the banking business know that 
every credit line should have a clean-up 
period at stated intervals. The revolv- 


ing credit plan can only encourage an- 


individual to owe the maximum 
amount at all times. This can become 
a definite hardship to any individual 
who eventually has to pay up in full 
due to loss of job, change of residence 
from that community, or for any other 
reason. 

“There are several things that I 
would like to see in every bank operat- 
ing an installment loan department,” 
Mr. Plummer added. He first cited 
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“Don’t try to sell me protection 


for my money and securities,” 
I said to my insurance agent. 


“I’ve had burglary and robbery 


insurance for years.” 


But, fortunately, my agent won 
the argument by showing me 
that I was only partly protected 
against loss of money and securi- 
ties. While it is true that bur- 
glaries and robberies are increas- 
ing, he pointed to the many other 
ways I could easily suffer such 
losses unless I had the new Broad 
Form Money and Securities Pol- 
icy. For example: Through pick- 
pockets, theft, fire, water, flood, 
explosion, windstorm, strikes, 
riots, civil disturbances and other 
hazards, both on and off the prem- 
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Even my premises, equipment 
and merchandise now are covered 
for any damage which might 
result from a robbery or safe- 
burglary. . . . Just about every- 
thing is taken care of now that I 
have this complete package of 
protection. See why I’d rather 
lose an argument ‘than money? 


Ask our agent or your broker 
about our Broad Form protec- 
tion—the most comprehensive of 
its kind you can buy. Do this 
before a loss occurs. 














the need for a closer understanding of 
consumer credit problems by all other 
departments of the bank, especially 
including the individuals working on 
commercial credits. 

“Another thing that I would like to 
see get more attention is the advertis- 
ing policy of consumer credit depart- 
ments. I believe that we must be very 
careful in our type of advertising in 
the very near future,” Mr. Plummer 
stated. “We do not dare be accused 
of fostering personal debts and over- 
buying.” He also advised against 
advertising rates and terms, on the 
grounds that they can be misinter- 
preted so easily. 


It was recommended that banks 
give serious consideration to the terms 
recommended by the A. B. A. Com- 
mittee on Consumer Credit. Mr. 
Plummer also advised that banks adopt 
the recommendation of the American 
Finance Conference that automobile 
loans covering used cars be based on 


the “cash loan value” instead of the 


“average retail value,” as shown by 
authorized guide books. 


Loans to small business 


Stripping the subject of its emotional 
or controversial elements and getting 
back to basic banking principles, Mil- 
ton J. Drake, vice-president, The 
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Highlights IN INSURANCE HISTORY 


FROM AN ANCIENT MYTH 


The Board of Fire Underwriters is an evo- 
lution of the “Salamander Society”, whose 
picturesque title was based on the ancient 
myth that salamanders could live in, or even 
quench, fire. While this famous Board, or- 
ganized in 1819 and given its-present title in 
1866, has not discovered a human capacity 
for living in flames, its members have learned, 
among other discoveries and accomplish- 
ments, more about quenching flames than its 
founders could ever have imagined. 


Since their foundation, the National Union 
and Birmingham Companies have had a part 
in the solution of many seemingly unsolv- 
able fire insurance problems. 


National Union 
and Birmingham 
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Detroit Bank, approached the problem 
from the viewpoint of the banker who 
is trying his best to meet the 
financing requirements of his cus- 
tomers and to also conduct a prudent 


. banking operation. 


He pointed out that some recent 
business developments have made 
small business loans even more hazard- 
ous than usual. One is the increasing 
tendency toward specialization, which 
has made many small business units 
dependent upon one customer or one 
industry. Another is the growth of 
competition since the end of the war. 
A third factor is the increasing com- 
plexity of business. And, in the long 
continuation of favorable conditions, 
some lessons previously learned have 
been forgotten. 

Against this general background, 
Mr. Drake turned to some of the 
factors specifically pertaining to small 
business loans. 

“If a business doesn’t have the 
minimum capital necessary to a sound 
operation the chance of success is not 
good,” he maintained. “Substituting 
credit for capital, which is the argu- 
ment of many of those favoring loans 
under governmental sponsorship, is 
nothing but substituting debt for capi- 
tal . . . The greater the debt to be 
carried, the more inflexible the busi- 
ness operation becomes and the more 
dependent it is upon high sales and 
continuing profits. Any interruption 
caused by diverse conditions will 
almost surely result in difficulty.” 

Earning capacity was another factor 
cited, and Mr. Drake recommended 
making an especially careful study of 
the operating history and prospects of 
the small business enterprise, asserting: 
“If this is good it may offset weak- 
nesses in the capital or other factors.” 

Inadequate follow-up was cited as a 
frequent reason for loan trouble, and 
Mr. Drake emphasized the importance 
of setting up methods for periodic 
reviews so that high risk situations 
can be followed and potential difficul- 
ties detected before they become actual 
losses. Admitting that this requires 
the co-operation of the borrower in 
furnishing information from time to 
time, Mr. Drake stated: ‘“‘One of the 
things which has always amazed me 
is the apparent reluctance of many 
banks to ask for information from 
prospective or existing borrowers. A 
loan is a business transaction and 
should be supported by facts. A bank 
should no more be expected to make a 
loan without full information than a 
business man to buy material or sup- 
plies without specifications or known 
costs.” 


Agricultural loans 


Since farm income and prosperity is 
so closely dependent upon general 
economic activity and the volume of 
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agricultural exports, the prospects for 
the months ahead have a definite 
interest for those dealing in farmer 
credits, and thus future domestic 
demand and foreign food shipments 
were analyzed by Walter B. Garver, 
agricultural economist, Federal Re- 
serve Bank of Chicago. 

A point of particular importance 


made by Mr. Garver is that reductions . 


in farm exports would have a magni- 
fied, rather than proportionate, effect 
on farm prices. In fact, he prophesied 
that any given percentage decline in 
these exports may carry with it a 
decline possibly twice as great in 
prices, although some commodities 
would be more adversely affected than 
others. Among items potentially most 
vulnerable he listed cotton and tobacco. 

Also, should exports decline mark- 
edly, this will have some effect on 
domestic activity and demand. “Such 
a change would be most likely to be 
felt in the so-called luxury items, such 
as fruits and vegetables, top quality 
cuts of meats, and some dairy prod- 
ucts,” Mr. Garver predicted. 

What does the agricultural outlook 
mean in terms of farm loan policy? 
This was covered by Harry M. 
Swanzey, assistant cashier, First Na- 
tional Bank of Joliet, Joliet, Illinois, 
who flatly stated: “In my opinion, 
we are at the time right now when 
extreme caution should be used.” 
With commodity and land prices at 
an all-time high, Mr. Swanzey sees 
things pointing to a repetition of 1920 
with this difference: Both farms and 
farm commodities are in stronger 
hands, the real estate mortgages are 
much smaller, and there is not as much 
heavy borrowing against crops and 
commodities; therefore, there will not 
be the forced liquidation there was 
after World War I. 

At any rate, Mr. Swanzey believes 
that this certainly is not the time to 
expand. “The farmer is an everlasting 
optimist and is inclined to feel that he 
can continue to make good profits 
indefinitely,” he observed. “Although, 
deep down, he knows a break is com- 
ing, he always wants to take advantage 
of that last bulge .. . I think this is a 
time when we have to watch our step, 
prevent overexpansion by saying ‘no’ 
at the right time, keeping the loans 
well secured and within the ability to 
repay under a somewhat lower level 
than the present inflated prices.” 

At the same time, Mr. Swanzey 
cautioned that a bank, to be successful 
in the field of agricultural lending, must 
be in it permanently. “By that, I 
mean stay in it through the rough 
times as well as the smooth. Farming 
has to go on, and farmers will always 
need credit,” he asserted. “True, 
conditions vary, and serious consider- 
ation must be given to those condi- 
tions, but if loans are set up on a sound 
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Speed is often vital when 
you’re exporting goods 
abroad. All kinds of auto 
parts are regularly ship- 
ped by Air Expressall over 
the world. Speed pays. 


Stock prospectuses must be released 
everywhere — simultaneously. So fi- 
nancial and brokerage houses use Air 
Express to do the job. Speed pays. 


Delays during shooting ruin 
production budgets. When 
the motion picture industry 
needs parts, they get ’em fast 
by Air Express. Speed pays. 


Speed pays in your business, too! 


To get things done fast, call on Air Express. Shipments go on 

every flight of all Scheduled Airlines. Special pick-up and 

delivery service, too! Rates are low. For instance, 18 lbs. 

goes 700 miles for $3.91. 

eLow rates—special pick-up and delivery in principal U.S. 
towns and ‘cities at no extra cost. e Moves on all flights of all 
Scheduled Airlines. ¢ Air-rail between 22,000 off-airline offices. 

e Direct air service to and from scores of foreign countries. 


ZSS 


GETS THERE FIRST 


Write today for Schedule of 
Domestic and International 
Rates. Address Air Express 
Division, Railway Express 
Agency, 230 Park Ave., New 
York 17. Or ask at any Airline 
or Railway Express office. 








AIR EXPRESS DIVISION, 
RAILWAY EXPRESS AGENCY 
...A SERVICE OF 


tHe scneputcen AIRLINES of tne united states 
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basis you can continue in this service 
regardless of the times.” 


Mortgage lending 

In balancing the factors making for 
safety versus risk in mortgage lending, 
Frank C. Rathje, past president of the 
A. B. A. and president of Chicago City 
Bank and Trust Company, declared: 
“There is little doubt that a bulk of 
today’s mortgage lending, at present 
terms, ratios and rates, would not be 
made by mortgage lenders assuming 
the full burden of the risks involved 
. . . Our present affection for govern- 


ment guaranteed mortgages has not 
yet been tested. The device has thus 
far been employed only in a rising 
market.” ; 

On the side of safety, Mr. Rathje 
listed the fact that virtually all urban 
mortgage debt is being systematically 
retired on a monthly-payment basis, 
that these payments represent a lower 
percentage of gross family income than 
ever before, that it will be a long time 
before we are faced with a situation of 
oversupply, that the bulk of today’s 
lending is in the home ownership 
classification, and that governmental 
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| 62 BRANCHES 
In Central and South America 


Such long experience and direct branch connections are 
highly valuable to those who seek to develop business 
contacts in those countries. These branches are augmented 
by 9 offices in England, France, Portugal 
and Spain. More complete information 
about these extensive facilities may be 
obtained from the New York Agency. 


BANK OF LONDON & SOUTH AMERICA 


Limited 
HEAD OFFICE: London, England 
New York Agency: 34 Wall Street 

















The Connecticut Fire las. Co. 
Hartford, 15, Conn. 


Atlantic Fire Insurance Company 
Raleigh, North Carolina 


Great Eastern Fire Insurance Co. 
White Plains, N. Y. 





pore You pblive to this Situation? 
a 


Construction costs are rising. Many an owner 
of property is faced with the danger of finding 
himself under-insured should he suffer a loss. 
Now is the time to check the amount of insur- 
ance you carry and to determine if it is in line 
with today’s building costs. 


We’d be glad to do what we can to help. 


THE PHOENIX INSURANCE COMPANY 
Hartford 15, Conn. 


Reliance Insurance Company of Canada 
Montreal 1, Canada 


Equitable Fire & Marine Ins. Co. 
Providence 3, R. 1. 


The Central States Fire Ins. Co. 
Wichita 2, Kansas 


Minneapolis F. & M. Ins.. Co. 
Minneapolis 2, Minn. 














controls arising from the insurance of 
mortgages could be used to bring 
about orderly adjustments in keeping 
with changes in the real estate market. 

On the doubtful side, Mr. Rathje 
cited the fact that under present long- 
term financing the monthly payments 
are mostly for interest and the bor- 
rower has little equity during the first 
few years. Also, a large number of 
buyers are in the forced-ownership 
class, and regard their down payment 
as a premium for occupancy and their 
monthly payment as rent; they are apt 
to be distinctly unstable borrowers 
unless the present market lasts long 
enough for them to accumulate a safe 
equity. Finally, it is to be recognized 
that we are working on shorter margins 
than ever before, a fact which means 
that even a modest decline in real 
estate values and consumer incomes are 
likely to produce a wave of defaults 
and foreclosures. 


Term loans 


Maturities are going down and rates 
are going up on term loans, according 
to James L. Buchanan, vice-president, 
The First National Bank of Chicago. 

“At the present time there is a 
decided tendency on the part of banks 
to narrow the term loan commitment 
to periods not exceeding five to seven 
years,” Mr. Buchanan stated. He 
attributed this to the following reasons: 
1. Relatively larger loan balances now 
outstanding with increasing demands 
for further credit; 2. Uncertainties 
in the long-term business outlook; 
3. The fact that term loan commit- 
ments have about reached the maxi- 
mum amount of this type of loan which 
the banks are willing to carry. 

Tracing the trend of term loan rates, 
Mr. Buchanan said that at the outset 
these charges averaged on a yield basis 
from fractionally below 3 per cent to 4 
per cent on the medium to better types 
of credit. From 1939 to 1946 inclusive 
the approximate average interest yields 
declined somewhere between 25 per 
cent to 3314 per cent. This was due 
to the granting of rather large term 
credits on interest bases ranging from 
1% per cent to 2 per cent per annum. 
Since last year, with the decline in 
bank excess reserves and increasing 
loan demand, there has been a gradual 
firming of interest rates. ‘“Today,” 
Mr. Buchanan declared, “it is not 
uncommon for a lending bank to 
provide that the interest rate shall be 
a fixed percentage above the official 
Federal Reserve district discount rate 
with a fixed minimum interest rate and 
sometimes with a ceiling rate.” 

As another trend of the times, 
Mr. Buchanan cited the change in pre- 
payment practices. “Up until re- 
cently,” he explained, “term loan 
borrowers frequently paid their loans 
in advance of the scheduled maturities 
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. .. Today, prepayment of term loans 
is less frequent, principally because of 
the larger amount of working capital 
required, arising from the increasing 
cost of doing business.” 

Mr. Buchanan attributed term loan 
popularity partly to the relative speed 
with which it provides needed funds, 
and also to its flexibility. ‘For in- 
stance,” he asserted, “‘aside from the 
usual type of term loan in which the 
entire amount of the credit is dis- 
bursed immediately, term credits have 
been arranged: 

1. On a revolving basis, formerly 
running for periods from three to 
seven years, now generally reduced to 
three-year periods or less, under terms 
of which the credit may be availed of 
in whole or in part from time to time 
so long as no default exists within the 
contract period of the agreement. 

2. On a revolving credit basis as 
generally outlined, with the additional 
option of conversion of the credit or a 
part thereof at the expiration of the 
revolving credit period, so long as no 
default exists, into a serial payment 
term loan. Such credits generally 
have been limited to an over-all period 
within ten years. 

3. On a call credit basis running for 
a period up to possibly three years, 
under terms of which the credit may 
be availed of in whole or in part from 
time to time up to the amount of the 
credit commitment within the call 
period, so long as no default exists, but 
with no repayment and reborrowing 
privilege as provided for under revolv- 
ing credits—with the option, at the 
expiration of the call period, providing 
there was no default at that time, to 
convert the maturing call borrowings 
into a serial payment term loan. Such 
combination credit arrangements gen- 
erally have been limited to an over-all 
period within ten years. 

The reason for these varying types 
of term credits is to provide for stag- 
gered disbursements to accommodate 
the borrower’s requirements. 


Credit tools 


The importance of every bank hav- 
ing a definite and specific loaning 
policy was stressed by William G. F. 
Price, vice-president, American Na- 
tional Bank and Trust Company of 
Chicago. He advocated that a dollar 
target be stated, along with the types 
of borrowing activities the bank wishes 
to encourage or discourage, even as to 
lines of business. Other suggestions 
were: The policy must be geared to 
the capital funds of the bank, and at 
the same time meet the legitimate 
credit requirements of the community; 
it should be subject to periodic analy- 
sis and review; it should recognize 
obligations to present customers and 
it should not discriminate against 
small or new businesses. 
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Need for a sense of perspective in 
passing upon loan applications under 
today’s conditions was also emphasized 
by Mr. Price. He suggested that banks 
take the long range point of view 
toward break-even points, the effect 
which debts may have on the bor- 
rower’s equity, and the effect which 
bank loans may have on the business 
“A sense of per- 
spective will make us realize that at 
some stage of the business cycle in- 
creasing bank loans will result pri- 


marily in an increased upward pressure 
on prices rather than in decreased 
costs, or maintaining production and 
employment,” said Mr. Price. “The 
cumulative effect of loans of this sort 
is apt sooner or later to affect adversely 
the community in general and along 
with it bankers in particular.” 

As a third necessity, Mr. Price cited 
a knowledge of economic conditions. 
To keep loaning policy in focus and to 
administer it properly, he suggested 
that bankers keep themselves directly 








THE RESPONSIBILITY OF 
MANAGEMENT 
IN THE BELL SYSTEM 





Ix usep ro be that the owners or prac- 
tically every business were themselves the 
managers of the business. Today, as far 
as large businesses are concerned, a pro- 
found change has taken place. In the Bell 
System, for instance, employee manage- 
ment, up from the ranks, and not owner 
management, is responsible for running 
the business.. 


This management has been trained for 
its job in the American ideal of respect 
for the individual and equal opportunity 
for each to develop his talents to the full- 
est. A little thought will bring out the 
important significance of these facts. 


Management is, of course, vitally in- 
terested in the success of the enterprise it 
manages, for if it doesn’t succeed, it will 
lose its job. 


So far as the Bell System is concerned, 
the success of the enterprise depends upon 
the ability of management to‘ carry on an 
essential nation-wide telephone service in 
the public interest. 


This responsibility requires that manage- 
ment act as a trustee for the interest of all 
concerned: the millions of telephone users, 
the hundreds of thousands of employees, 
and the hundreds of thousands of stock- 
holders. Management necessarily must do 
the best it can to reconcile the interests of 
these groups. 


Of course, management is not infallible; 
but, with its intimate knowledge of all the 
factors, management is in a better posi- 
tion than anybody else to consider intelli- 
gently and act equitably for each of these 
groups—and in the Bell System there is 
every incentive for it to wish to do so. 


Certainly in the Bell System there is no 
reason either to underpay labor or over- 
charge customers in order to increase the 
“private profits of private ernployers,” for 


its profits are limited by regulation. In 
fact, there is no reason whatever for man- 
agement to exploit or to favor any one of 
the three great groups as against the others 
and to do so would be plain stupid on the 
part of management. 


% * * 


"Tue susnvess cannot succeed in the long 
run without well-paid employees with good 
working conditions, without adequate re- 
turns to investors who have put their 
savings in the enterprise, and without 
reasonable prices to the customers who 
buy its services. On the whole these con- 
ditions have been well-met over the years 
in the Bell System. 


Admittedly, this has not been and is 
not an easy problem to solve fairly for all 
concerned. However, collective bargain- 
ing with labor means that labor’s point of 
view is forcibly presented. What the in- 
vestor must have is determined quite 
definitely by what is required to attract 
the needed additional capital, which can 
only be obtained in competition with 
other industries. 


And in our regulated business, manage- 
ment has the responsibility—together with 
regulatory authorities—to see to it that the 
rates to the public are such as to assure 
the money, credit and plant that will give 
the best possible telephone service at all 
times. 


More and better telephone service at a 
cost as low as fair treatment of employees 
and a reasonable return to stockholders 
will permit is the aim and the responsi- 
bility of management in the Bell System. - 


Womens - 


WALTER S. GIFFORD, President 
AMERICAN TELEPHONE AND TELEGRAPH COMPANY 
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A word that is 
hever used — 


Americans and Canadians never 
refer to each other as “‘foreigners”. 
They think of each other as good 
friends and neighbours. That is 
one reason why each is the other’s 
best customer, why trade between 
Canada and the United States is 
destined to grow in the future. We 
extend full co-operation to corre- 
spondent banks with clients in- 
terested in Canadian trade. Your 
enquiries are invited. 
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New York Agency — 
68 William St., New York 5, N. Y. 


THE ROYAL BANK OF CANADA 


ASSETS EXCEED $2,000,000,000 


HEAD OFFICE — MONTREAL 
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EASY SNAP FILE BOX 
“Style C” 


Corrugated Paper—Hinged Lid 
150 Stock Sizes 
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MADE ANY SIZE TO YOUR SPECIFICATIONS. 
INTERLOCK IN STACK. 





We guarantee our Transfer Files to please you or no cost to you in the transaction 





.-.»MAIL ORDERS TO... 


THE STRAYER COIN BAG COMPANY , New Brighton, Pa. 
Manufacturers of BANK SUPPLIES Since 1914 


STEEL AND PAPER COIN TRAYS AND BOXES— 


COIN BAGS—LOCK-SEAL NIGHT DEPOSITORY BAGS—COIN WRAPPERS 


CURRENCY STRAPS— BANK SPECIALTIES 














informed on the movements of the 
more important business indices. “The 
trend of bank loans, investments, 
deposits, interest rates, commodity 
prices, cost of living, employment, 
physical production, retail sales, pri- 
vate construction and foreign trade 
all have important implications for 
us,” Mr. Price asserted. ‘They fur- 
nish the broad background against 
which our loaning and investment 
policies must be formulated.” 


Domestic credit and inter- 
national policy 


Halting of further expansion of bank 
credit was one of the steps called 
essential by M. S. Szymezak, of the 
Federal Reserve Board, in a program 
which would provide increased foreign 
aid without contributing to domestic 
inflation. 

Helping Europe to rebuild its econ- 
omy will be anti-inflationary in the 
long run, said Mr. Szymczak, in that 
it will result in an increase in produc- 
tion of scarce goods abroad. However, 
he admitted that this process will take 
time, and during the transition period 
it will add somewhat to the domestic 
scarcity of certain commodities. He 
had this interval in mind when he 
declared: 

“A reduction of our domestic de- 
mand for essential goods, to be accom- 
plished, if possible, by voluntary co- 
operation in a free economy, is abso- 
lutely essential to reach these vital 
objectives. In this co-operative pro- 
gram, the banks and other financial 
institutions must assume a leading role. 
In fulfilling this role of leadership, they 
must see to it that credit advanced to 
expand enterprise is directed toward 
an increase in the output of scarce 
goods with strict economy in the con- 
sumption of scarce materials. They 
must also do all that they can to see 
that consumer credit is kept in proper 
relation with the supply of consumer 
goods available for purchase.” 


e * a 


BANK QUARTERS 


(CONTINUED FROM PAGE 25) 


than at present. Therefore the plan 
is limited. 

4. The most disappointing feature 
is that there is no allowance for future 
expansion. 

Because of the foregoing shortcom- 
ings, both of these first two arrange- 
ments come under the heading of face 
lifting plans. There is no future to 
either one, and although each would 
be better than the present layout it 
would be only a matter of a short time 
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when other alterations would be in 
order. 

So, let’s look further for the “‘over- 
all plan.” 


Third Plan : 


Realizing that additional space for 
future growth means moving some 
departments, the next step was to 
consider removing the vault to the 
basement. By doing so, we immedi- 
ately reclaimed 240 square feet of 
valuable first floor space, and our third 
plan was developed. 

The basement vault would be located 
in a space presently unused, with stairs 
leading down from the first floor public 
space. This location would be good 
for the personal loan department too, 
as the officer in charge of this activity 
could, for the time being, operate the 
safe deposit department as well. 
Furthermore, experience indicates that 
in a small community many people 
dislike being seen by their neighbors 
while making personal loans, and with 
the department located in the base- 
ment they would be less subject to 
scrutiny. 

It might be thought that the expense 
of moving the vault would be prohibi- 
tive. However, since the bank has a 
good 10-ton vault door, sufficient 
boxes, lockers and grille work, the 
greatest expense would be in building 
the reinforced concrete vault structure 
and in finishing the walls and ceiling, 
and this could be done with local labor. 
Also, the present vault is small and 
there is no doubt that in time the 
adjacent small book vault on the first 
floor would have to be taken over, 
entailing additional expense: There- 
fore, all things considered, the moving 
of the vault is not as formidable or 
prohibitive an undertaking as it may 
seem at first glance. 

This third plan gives ample public 
space with sufficient wickets for pres- 
ent business, and it would enable us 
to keep the work space on the first 
floor, allowing for dual clerk services 
which is of value in a small bank. 
Nevertheless, it is all too apparent 
that proper provision has still not 
been made for future expansion. 


Fourth and Ultimate Plan : 


By shifting the stairs and adopting 
some of the features of the other 
arrangements, we arrive at a final 
solution. 

It will be noted that the conference 
room and the note and collection cage 
are now adjacent to the loan platform. 

The continuous counter screen along 
the wall has seven cages and nine 
wickets, with two more cages and three 
wickets opposite. This represents an 
increase of four cages and four wickets 
over the present facilities. 

The public space has been amply 
enlarged to accommodate the in- 
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BANK - OF - THE - MONTH 
Soon Under Construction : 
THE WEST SIDE STATE BANK 
Green Bay, Wisconsin 
C. C. MARCOTT, President 


We invite your inquiry on our full 
list of completed banks. 


A. A. HENKEL & ASSOCIATES, INC. 
Bank Designers and Engineers 
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TIME ts money... 


SAVE IT WITH CUMMINS 250 ELECTRIC ENDORSER 





: 


You save all the time you now spend stamping checks if you use Cummins 
250 with your proof listing. One complete operation is eliminated. 

You save time using Cummins 250 when checks are endorsed in a separate 
operation, because endorsing is quicker than ever before. Endorsing time 


is reduced to a minimum; checks are endorsed as fast as you can feed them 
into the machine. 


You save time daily with Cummins 250 because accuracy is automatic. 
The machine never misses . . . never skips. Impressions are always clear 
and sharp. Endorsements are always complete, legible, uniform. You com- 
pletely eliminate the time and expense ordinarily wasted on checks re- 
turned marked ‘No Endorsement”. 


e SIMPLE AND EASY to operate; requires no specially trained help. 
e QUIET — All noise of stamping eliminated. 

© WHEEL-TYPE DATE UNIT — No type to set. 

e LUBRICATED FOR LIFE — Requires no special attention. 


The worthwhile facts concerning Cummins 250 are yours for the asking. 
Fill in the coupon below and: return it TODAY. 


S 


CUMMINGS BUSINESS MACHINES CORPORATION 
Formerly CUMMINS PERFORATOR 





























SINCE | 4750 Ravenswood Avenue, Chicago 40, Illinois | 
! Please send me complete information about Cummins 250 | 
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KEEPERS ... (énderc 


Your inactive records are safe, easy 
to find, instantly accessible in low 
cost Liberty Storage Boxes. Pat- 
ented closing method keeps out 
dust and damp, permits instant 
opening or closing. 

Liberty’s 23 stock sizes fit almost 
every commercial or bank form. 
Finest quality corrugated jute 
board is almost indestructible. 
Over 83,000 satisfied users since 
1918. 


Sold by leading stationers everywhere 
Write for free suggestion-packed 
Manual of Record Storage Practice. 


BANKERS BOX COMPANY 


Dept. 1211, 720 S. Dearborn, Chicago 5, Ill. 











creased number of customer lines at 
the wickets. At the same time, re- 
moval of the vault from the first floor 
has permitted a good-sized work space 
at the rear, a well-lit area with an 
opening off the street. Looking into 
the distant future, it would be possible 
with this plan to add additional cages 
at the rear simply by relocating the 
bookkeeping department on the second 
floor. 

The plan not only allows for ample 
expansion, but is also adaptable to 
completion by stages. That is, the 
bank can at this time go ahead with 
as much of the program as is warranted 
by its funds and immediate require- 


+ 
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ments. By proper selection of mate- 
rials, additions can be made at future 
intervals based on the “master” plan. 

The perspective drawing on page 24 
indicates how the changes open up the 
banking room, and with the low type 
counter screen give an effect of spa- 
ciousness and modern design. 

Thus the fourth plan, to my mind, 
is the ultimate solution for a main floor 
banking room of this size and arrange- 
ment. It not only accomplishes all the 
improvement in appearance of a face 
lifting job, but it also provides long- 
range protection. The bank adopting 
such a plan can rest assured of main- 
taining its present location. 

° 


JOB ANALYSIS 


(CONTINUED FROM PAGE 28) 


“Factor Comparisons” like the one on 
this page were made up. Each of the 
six factors used in rating every job was 
compared with those for every other 
job. The process altered committee 
members’ ideas of different jobs’ im- 
portance; each was now sure that his 
former, habitual judgments of various 
jobs had not been accurate. 

A survey was made of the local 
industrial, state office and bank jobs 
which compared closely with those in 
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to assure... 


To build more business for your 





SERVICE ..- 24 Hours a Day 


To give correspondent banks the fastest pos- 


its night transit force. Trained personnel, 
working with the finest modern equipment, handle all items 


More Items Handled Every 24 Hours 
Speedier Collections for Your Customers 
Faster Payment of Your Correspondent Items 


full use of our Round The Clock Correspondent Service. 
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Corn Exchange has expanded 


bank, you are invited to make 








INSURANCE CORPORATION 





the bank, and of the average salary 
paid by local employers for each type 
of job. Because of our high turnover 
rate, we thought that the survey might 
show that our own salaries were low. 
This did not turn out to be true. There 
was no general correlation between our 
salaries and those paid by others. 
Ours were higher in some cases and 
lower in others. Finally, all of the 
information we had gathered was 
brought together. It included job de- 
scriptions, the point ratings of the 
jobs and the local salary averages. 
Using a “representative job method,” 
we derived a dollar-to-rating point 
ratio. We selected jobs from a num- 
ber of our departments and examined 


Another comparison 





FACTOR COMPARISON 


COMPLEXITY OF DUTIES 


JOB TITLE POINTS 
Appraisor “4 
Accrual Accountant 13 
Manager Bookkeeping Department 10 
Secretary, Closing Mtg. Loans 10 
Executive Secretary (A. A. E.) 10 
Branch Manager 9 


Supervisor Bookkeeping Department 
Loan & Discount Teller 
Executive Secretary (J. H. M,) 
Payroll Teller Main Office 
Currency Teller Main Office 
Currency Teller Branch 
Paying @ Receiving Teller, Br. 
Supervisor Bookkeepers 
Clerk Sr. (Personal Loans) 
Proof Machine Operator 
Posting Machine Opr. (Commercial) 
Posting Machine Opr, (£conomi) 
Clerk 4 Bkpr. Loan & Discount 
Manager Sale Deposit Department 
Pay. 4 Rec. Tellers Main Office 
Collection Teller 
Auditing Clerk 
Secretary & Clerk (A. W. Ww.) 
Secretary Job Evaluation (A, J, S$.) 
Collection Clerk, Personal Léans 
Secretary Auditing Department 
Savings Supervisor 
Draft Teller 
Teller Mtg. Department 
Clerk, Typist, Personal Loans 
Clerk Jr., Mtg. 
Switchboard Operator 
Teller Savings Department 
Calculator Operator 
Clerk Jr. #1 Safe Deposit Department 
Clerk Jr, #2 Safe Deposit Department 
Posting Machine Operator (Savings) 
Microfilm Machine Operator 
Check Sorter 

" Stenographer (Mortgage Department) 
Clerk Typist Personal Loans 
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Burroughs Clearing House 
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the salaries for these jobs along with 
those paid for similar jobs throughout 
Lansing. We then established good 
salaries for each of the representative 
jobs, divided salaries by the point 
ratings assigned to the corresponding 
jobs and averaged the results. This 
established a single rating-point dollar 
value to be applied to the point ratings 
of all jobs. From there to the actual 
setting of minimum salaries was the 
simple step of multiplying the number 
of rating points for each job by the 
set rating-point dollar value. 


ON page 26 is the graph which we 

drew to give us an over-all picture 
of our proposed salary adjustments. It 
compares the salaries we were paying 
for each job with our proposed mini- 
mum and maximum salaries for the 
jobs. The maximum salaries were 
arrived at by setting an arbitrary, and 
what we considered fair, percentage of 
spread between beginning salaries and 
ultimate, experienced-employee sala- 
ries; The same percentage is applied 
to each minimum salary to obtain the 
maximum. By means of the graph we 
presented our salary proposals to the 
board of directors. 

From our job analysis experience it 
was clear that putting the program 
into action called for more than mere 
salary adjustments. Although we did 
not realize it at the time, education 
was, and continues to be a keynote in 
making our program effective. This 
means the education of officers and 
department heads as well as em- 
ployees. 

Our first progress along this line 
was to make an ‘“‘Organization Chart,” 
a pattern of staff responsibilities. 
The chart is posted prominently for 
the reference of all officers and em- 
ployees. Such a chart would not have 
been possible for us before our job 
analysis. Except in theory, thorough 
decentralization of authority was a 
new idea for many of us. It heralded 
a new era of authority for department 
heads and supervisors who had been 
little more than figureheads. For 
officers who had been steadily accumu- 
lating duties and authority, it meant 
releasing some of the reins they held 
and taking a firmer grasp of others. 

Though simply stated, decentraliza- 
tion seems to us to be another key to 
our partial success, and what we hope 
will be greater success, in acquiring 
better relations throughout the bank. 
We are learning that it is also one of 
the most difficult. An officer does not 
readily relinquish duties he has per- 
formed for many years. It is not easy 
for him to realize that another man, 
perhaps of less ability, can take care 
of one or two of the officer’s former 
tasks and be instrumental in promot- 
ing more healthy employer-employee 
relationships through closer contact 
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with employees. 

But that it what is now happening 
here at the American State Bank. 
Before our staff reorganization, a 
bookkeeper who needed a working day 
away from the bank for personal rea- 
sons would come with evident trepida- 
tion to the executive vice-president or 
the cashier. While the bookkeeper 
waited, the officer whom the employee 
had approached called the auditor, 
who was in close touch with, but not 
in direct supervision of the bookkeep- 
ing department. After checking the 
quantity of work to be done in the 
bookkeeping department, the auditor 
advised the executive vice-president. 
Whether the bookkeeper received the 
day off or not, asking for it had meant 


-an uncomfortable 10 minutes for her 


and an unfruitful 10 minutes for both 
the officer and the auditor. We now 
have a capable young man in full 
charge of the bookkeeping department 
and an employee’s request of this kind 
is handled differently. The bookkeeper 
knows that the manager of the book- 
keeping department is the man to see 
about such matters. 

Such a change in circumstance, and 
countless others like it throughout the 
bank, cannot fail to improve employee 
morale. We also know that employees 
are encouraged by the orderly merit 
adjustment of salaries, by being asked 
and helped to learn the next higher 
jobs, and by gaining knowledge of job 
requirements. 

Department heads are taking on 
their responsibilities with new interest 
and increasing adeptness. At three- 
month intervals they review and make 
suitable changes in employees’ status. 
The reviews are made on the basis of 
the job rating scale, which helps keep 
judgments on an objective basis. 

The job evaluation committee will 
continue to study and make adjust- 
ments in over-all bank activity under 
the new program. We plan to review 
every job and department of the bank 
at least once a year. 


HEN we balance the account of our 
job evaluation experience the result 
is satisfying. We do not try to discount 
the expense and time it has taken. 
Rather, we consider the officer who 
now does his official tasks without én- 
cumbering details, and the department 
head who has taken new interest in 
doing an increasingly better job. We 
consider the bookkeeper who is work- 
ing more conscientiously because, as 
she says, “I like it better with this 
new salary system and I think that if 
I do a good job it will be noticed.” 
Nowadays, when staff satisfaction 
and efficiency is more important to a 
bank’s success than ever before, our 
job analysis and evaluation program 
may prove to be one of our most 
valuable assets. 
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Eliminate Crowded Lobbies 
This New Check-Cashing System 


Now you can give your customers faster, 
more efficient service . .. solve your “‘Satur- 
day closing” problem. 


All you have to do is install the new Fas- 
Cash System, a low-cost method of doubling 
your check-cashing capacity. 

This proved method—developed by a 
banker—enables one teller to do the work 
of two. You can cash checks in as little as 
five seconds ... cash up to 400 an hour. 
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Does Away with Waiting Lines 


The Fas-Cash System keeps lobbies from 
becoming too crowded .. . helps you give 
customers the service they appreciate. 


What the Fas-Cash System has done for 
other banks it can do for yours. Send today 
for complete information. 


FREE! 


Send coupon below 
for. ron free copy 
of illustrated folder. 
Explains how and 
why the Fas-Cash 
System will save you 
money. 










FAS-CASH SYSTEM, INCORPORATED 
Dept. BU-12, 1356 National Bank Bldg. 
Detroit 26, Michigan 


yee. - we yom } imocove comouaee section, 
ush details about the Fas- stem, to 
with free illustrated folder. 
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since }-E day alone— 


from Chicago to Carmi 


On completion of these projects, the state of 
Illinois will be a show window of our archi- 
tectural ability. Since the end of the war in 
Europe, over 260 banks from coast to coast 
selected us to design their new quarters! 
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banks” 


















one bank sells another... 





We don’t have to “sell” our services to a bank in Illinois. For 
all over that state are many examples of the caliber of work 
we’ve executed for other banks during recent years. Bankers 
have been able to see... at first hand, and with a critical 
eye...the beauty of our architectural interpretations, the 
efficiency of our arrangements, the many developments we 
have made in fixtures and decorative treatments. They have 
noted, too, the progress and increased business each of these 
completed projects has created. They like what they’ve 
seen... they want the same kind of specialized designing 
applied to their own bank’s new quarters! Yes, in Illinois 
—and in every other state where our completed projects 


are on “display”. . . one bank sells another! 


America’s most experienced 









bank designers iitig J 


<u Bamk Building andl 
SAN FRANCISCO 5, CAL: Equipment Corp oration 


OF AMERICA 








NINTH & SIDNEY STS. + ST. LOUIS 4, MO.,U.S.A 


DESIGN INCORPORATED 


affiliate organization 


which designs, builds, modernizes and equips America’s hotels 
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IN SHANGHAI, HONG KONG, TIENTSIN, TOKYO 
Focal Points in Far Eastern ‘Trade 


Chase branches in Shanghai, Hong Kong and 
Tientsin have long been recognized as vital links 
in trade with the Orient. To these, the Chase is 
now adding another Far Eastern branch—in 
Tokyo—to be fully staffed and ready for opera- 
tion before the end of 1947. 

These overseas branches are equipped to 
provide complete banking facilities. Their offi- 
cers are informed on business as well as banking 
conditions in the Far East, and can offer first- 
hand information as it is required. 


Through these branches, offices of representa- 
tives, and relations with correspondent banks, 
the Chase can provide valuable assistance for the 
development of your business in China, Japan, 
the Philippines, the new nations of India and all 
other parts of the Orient. 

The benefits of these facilities and connections 
are available to Chase correspondent banks. The 
time and money this service saves are often im- 
portant factors in the successful transaction of 
their customers’ Far Eastern business. 


Send for our Booklet HOW THE CHASE CAN BENEFIT YOUR BUSINESS OVERSEAS, 


THE CHASE NATIONAL BANK 


OF THE CITY OF NEW YORK 


HEAD OFFICE: Pine Street corner of Nassau 


Member Federal Deposit Insurance Corporation 


LONDON—6 Lombard Street ” 


Havana ° San Juan ° Panama 


Offices of Representatives: Mexico City 
Shanghal 


THE CHASE BANK: Paris . 


51 Berkeley Square . 


Bush House, Aldwych 
Colon . Cristobal . Balboa 
> Cairo * Bombay 

~ Hong Kong e Tientsin 











